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1937 Production Placed at 4,990,627 Units 


JANUARY SHOW GAINS IN POLL 


Finance Rate Parity Contingent on Risks 


Sparks 


Homeward Bound 
L. A.’s Battle 
Ticketing Pickets 
Bottom’s Bottom 


B 
Chris Sinsabau gh 


Ambassador Hotel, 

Los Angeles. 
OMEWARD BOUND. That’s 
me. TI dash off this first 


* column of the year on this par- 


ticular Wednesday night and 
commence packing the bags for 
the getaway Thursday night when 
I hop an American Airlines 
sleeper plane for the return trip 
to Detroit. If I get a break in 
the weather I should be spending 
New Year’s Eve in the bosom of 
the family after three weeks in 
the land of sunshine (sometime) 
and most times. 
ok * + 

PERSONALLY I have had the 
grandest time in the world, but I 
must admit that business, that is 
the automobile business, might be 
better out here but it is the same 
thing if not worse elsewhere in 
the country, so let’s skip a dis- 
cussion of that right at the 
present. 

* * - 

LOS ANGELES, as the column 
has said before, is waging a 
sturdy fight to remain an open 
shop city and it seems to be get- 
ting somewhere in that direction. 
It maintains that employers here 
should not inquire whether or not 
a worker is union or non-union 
but it intends to take the labor 
racketeer by the nape of the neck 
and the slack of the trousers and 
run him out of town. With that 
intention in mind, there are the 
Southern Californians, Inc., or- 
ganized by the business men and 
with a $1,000,000 bank roll, who 
intend to fight to the death to 
bring about labor peace. 

* + ~ 

RIGHT IN LINE with this ef- 
fort, the city council Wednesday 
passed an ordinance which has 
been hanging fire for months and 
which has to do with picketing. 
Naturally the automobile dealers 
are interested in this. This ordi- 
nance provides that if any picket- 
ing is done the pickets must be 
bona fide employes of that com- 
pany affiliated in this way, that 
the number of pickets shall be 
limited to one for each corner 
and one for each entrance. And 
how the unions have been howling 


(Continued on Page 11, Col. 4) 


RepossessionTotal | 
Shows Difference 


In New, Used Cars 


Greater Care in Extending 
Credit Is Urged as 
the Solution 


By WILLIAM C. CALLAHAN 
Managing Editor, ADN 


DETROIT. — With a ma- 
jority of dealers apparently 
in agreement with ADN’s 
suggestion that a greater 
parity betwee: new and 
used car financing terms and 
rates would stimulate used car 
sales, repossession figures sub- 
mitted to ADN indicate that this 
happy condition may not be pos- 
sible until greater cart is exer- 
cised in extending credits. These 
figures, based on experience of 
several large companies, reveal 
startling differences between the 
repossession on new cars and 
the repossession on used cars. 

In spite of this, it is still ADN’s 
belief that used cars will be at 
a sales disadvantage until rates 
can be brought into line. Bring- 
ing them into line then through 
more careful credit investigation, 
honest pricing and cautious trad- 
ing would seem to be the prob- 
lem facing dealers and finance 
companies. Under figures. sub- 
mitted to ADN the current rates 
and terms would seem justified. 

Repossession figures show that 
cars sold in 1935 and accounts 


(Continued on Page 6, Col. 1) 


Chrysler Calls 
1,000 Field Men 


DETROIT.—K. T. Keller, presi- 
dent of Chrysler Corp., announced 
this week that a convention of all 
the corporation’s field organiza- 
tion will be held here Jan. 11. The 
meeting will be attended by about 
1,000 persons, including regional 
and district sales managers, sales, 
parts and service representatives 
and other individuals engaged in 
contacting distributors and deal- 
ers throughout the country in 
connection with the sales and 
servicing of the corporation’s cars 
and trucks. 

“The purpose of this meeting,” 
Keller stated, “is threefold: first, 
to review with the field organiza- 
tion general business conditions; 
second, to discuss policies in ref- 
erence to the sale of the corpora- 
tion’s products; and third, to dis- 
cuss relations between the factory 
and dealers. 

“It is a custom in the industry 


(Continued on Page 5, Col. 2) 








How They’re Voting 


NEW CAR 
INTRODUCTION 


Knudsen Accepts 
Senate Invitation 


to Labor Parley 


By WILLIAM | ULLMAN 
Staff Correspondent, ADN 

WASHINGTON.—The frank an- 
nouncement of essential labor re- 
adjustments made this week by 
President William S. Knudsen, of 
General Motors Corp., who has 
accepted an invitation to appear 
Jan. 6 before a senate committee 
on unemployment and relief, 
brought two sharply divergent at- 
titudes in the capital this week. 


On the one hand, close students 
of the economic situation among 
certain groups of officials took 
the position that General Motors 
was taking the only course pos- 
sible under present circumstances, 
and there was no disposition to 
withhold praise for the manner 
in which Knudsen stated both the 


(Continued on Page 2, Col. 1) 


The Top Ten 
PASSENGER CARS 
First Ten in Registration 
as Reported in ADN Today. 
1937 1936 
Pos. Make Pos. 
1—734,083 Ford 684,566— 2 
2—718,918 Chev. 848,124— 1 
3—438,015 Plym. 451,858— 3 
4—243,571 Ddge. 224,210— 4 
5—201,871 Pont. 151,962— 6 
6—189,257 Buick 138,815— 7 
7—178,125 Olds. 158,632— 5 
8— 90,154 Pack. 61,057— 9 
9— 85,785 Chrys. 51,101— 8 
10— 85,570 Huds. 89,033—10 
Total All Makes 
3,294,898 3,071,322 


For complete standings of all makes, 
see Page 9, this issue. 





NATIONAL 
SHOW DATE 


Ford Will Fight 
NLRB’s Charges 
Of Act Violation 


DETROIT.—Although attorneys 
of the Ford Motor Co. have signi- 
fied their intention of appealing 
NLRB charges that the company 
has violated the National Labor 
Relations Act, no specific steps 
toward that end had been re- 
vealed late this week, nor had 
the company moved toward com- 
pliance with the board’s demands. 

Under the conditions of the 
ruling, Ford has until Jan. 3 to 
file an appeal. 

The board last Thursday or- 
dered the company to reinstate, 
with pay, 29 employes allegedly 
discharged for union activities, 
and to refrain from further re- 
putedly anti-union activities. Spe- 
cifically, the company was ordered 
to discontinue “discouraging mem- 
bership in the UAW; fostering 
the Ford Brotherhood of America, 
Inc.; the dissemination of anti- 

(Continued on Page 2, Col. 5) 
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Dealer ‘Opinions 
On Shows Range 
From Aug. to Mar. 


Majority Want New Car 
Announcements Near 


Date of Show 


DETROIT. — Show dates 
and model introduction peri- 
ods ranging from August to 
March are suggested in the 


first 105 ballots to be re- 
ceived in the ADN poll although 
the voting in favor of January 
announcements and shows leads 
by a tremendously wide margin. 
One dealer association mailed a 
ballot representing 23 votes. Of 
the 105 votes tabulated up to 
Wednesday evening 62 favored 
January announcements and 28 
favored February. 


The majority of those favoring 
January vote for mid-month 
shows with the announcements 
either simultaneously or during 
the two weeks period preceding 
the shows. One voter selected 
either August or January as the 
best periods of the year. 


Some _ interesting comments 
contained in the suggestions, are 
as follows: 


Portland, Conn., Jackson Bros.: 
“Go back to the ‘old deal’ Jan- 
uary.” 


Barberton, O., Montz Sales and 
Service: “Introductions Jan. 1, 
shows Jan. 10. This eliminates 
large inventories during winter.” 

Sand Point, Ida,: Sand Point Mo- 
tor Co. Chevrolet-Oldsmobile: 
“Nov. 1. Hold over models much 
easier to get rid of in October 
than December, I should strong 
favor fall announcements in ete 
October or early November.” 

Jamaica, N. Y., Nachman Mo- 


(Continued on Page 8, Col. 1) 


°37 Output Put at 4,990,627; 
W eek’s Total Drops to 44,839 


By PETE WEMHOFF 

Associate Editor, ADN 
DETROIT. — Holiday -curtailed 
operations dropped car and truck 
production to 44,839 units the 
current week, leaving 1937’s total 
output just short of its 5,000,000- 
unit goal sef last: ‘winter. This 
week’s figures comrare: with, a re-. 
vised total of 65;384 ‘uaits: ih ‘the 
previous stanza and 80,273 in the 

corresponding period’ of 193 


lem and the current business mar- 
ket. However, operations will be 
held on a _ week-to-week basis, 
thereby affording a quick step-up 
to meet demands. Most quarters 
foresee a quiet first quarter, with 
production schedules bumped up 
considerably, in the early spring 
months , 4s * cars » begin to move 
faster.’ *. ; 

With the current week’s output 
raising December’ s total to 321,856 


Outlook for the ‘first quarter. Pal units » ecnipare't with 518,958 in 


1938 is somewhat beclouded at 
present, due to the used car prob- 


the same month a year ago, the 
(Continued on Page 8, Col. 1) 





Pick-up 
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GM to Lay Off 30, 000, Cut Week to 


in Plant Activities 


Is Expected by Spring 


(Continued from Page 1) 


problem and the corporation’s 
decision. 

In these quarters it was em- 
phasized that the whole business 
and industrial and financial body 
suffered far less of a shock as a 
result of the frankness of the 
chief of General Motors’ public 
announcement than if the news 
were permitted to trickle abroad 
via the rumor route over a period 
of weeks. Observers point out 
that the “worst is now out,” that 
the remainder of General Motors’ 
employes know where they stand, 
and that with sails thus trimmed 
there is every reason to believe 
that Knudsen’s prediction of an 
upward swing in the spring wiil 
materialize, affording the oppor- 
tunity for substantial re-employ- 
ment. 

Investigations of congress’ spe- 
cial committee of unemployment 
are in no sense punitive and 
it is stated here that the members 
are genuinely anxious to get the 
General Motors executive’s views 
with respect to the whole unem- 
ployment problem, again  spot- 
lighted by the _ corporation’s 
action. In other quarters in 
Washington, however, rancor was 
plainly visible over the lay-off. 

Although direct references to it 
were largely of the off-the-record 
variety, it may be stated as fact 
that in these quarters—and they 
are authoritative and powerful— 
General Motors’ action will be 
seized upon as a further pretext 
in the administration’s avowed 
anti-monopoly campaign. 

Illustrative of the methods to 
be employed was Assistant At- 
torney-General Robert H. Jack- 
son’s speech at Philadelphia in 
which he charged that “big busi- 
ness” is trying to “liquidate the 
New Deal,” and then went on to 
cite the annual salaries of Gen- 
eral Motors officials. 

It was significant, too, that At- 
torney General Homer S. Cum- 
mings took the opportunity to 
declare that he hoped the con- 


Hoffman Predicts 
Substantial Motor 
Sales in Spring 


MILWAUKEE, Wis.— Paul G. 
Hoffman, president of Studebaker 
Motors, in Milwaukee to talk to 
distributors, declared he looked 
forward to a substantial volume 
of business in spring in view of 
the fact that the automobile in- 
dustry is offering good values. 

He declared that with the na- 
tional income in 1937 the best 
since 1929, he regarded the cur- 
rent recession due primarily to 
psychological factors. While in 
Milwaukee he attended the district 
meeting of the Wisconsin Auto- 
motive Trades Assn., discussion at 
which concerned the new state 
licensing law. 

Also present were Frank W. 
Applegate, Racine, president of 
the association, and Sen. Earle 
Ingram, Eau Claire, special state 
counsel in the administration of 
the law. 


N. J. Diversion Balks 


Road Improvements 


TRENTON, N. J.— Highway 
fund diversions have prevented 
New Jersey’s highway depart- 
ment from proceeding with con- 
struction of adequate approaches 
to the new Lincoln Tunnel, it has 
been pointed out, hére- Hy: State | 
Highway Cormmfgsibdsfer -“W.- * Don- |: 
ald Sterner. «Present state routes 
throughout that area are. giready 
overcrowded beyontl. safety lim- 
its, and the only: solution’ is ‘to’ 
provide relief arteries, he de- 
clares. 


vening session of congress would 
enact new and sterner anti-trust 
legislation. 

And, further, Secretary of Com- 


merce Daniel C. Roper broke into | 


the picture with a statement hit- 
ting at business “abuses” and the 
“evils of monopoly.” 
Secretary Roper added 
“good business” 
fear and insisted that the admin- 
istration has no intention of per- 
secuting bigness alone. 


that 


It is plain, competent observers | 
feel, that at this time the busi- 


ness-baiting forces continue in 
the saddle and while the presi- 
dent has been represented in 
some quarters as being desirous 


of calling a truce, the fact that | 
Assistant Attorney-General Jack- 


son lately has made repeated at- 
tacks on the business community, 


is held to indicate the executive’s | 


true state of mind. 


Knudsen Reveals 
Plant Retrenchment 


DETROIT. — Receding demand 
coupled with heavy plant inven- 
tories of finished parts has forced 
General Motors plants to readjust 
to a three-day week and reduce 
its employment by 30,000, Presi- 
dent W. S. Knudsen told repre- 
sentatives of the press this week. 
Knudsen attributed much of the 
difficulty in moving new cars to 
heavy accumulations of used cars 
in dealer hands as the result of 
curtailed employment in other in- 
dustries. 

Dealer inventories of used cars 
he estimated at 600,000 units as 
against ADN’s estimate of 800,000. 
He said this was an increase of 
150,000 units over last year. The 
top-heaviness of used car stocks, 
he added, is accentuated by the 
sluggishness of the market, since 
inventories are considered high or 
low in relation to the rate of sales. 
New car stocks in the hands of 
20,000 General Motors. dealers 
were placed at about 60,000 units 
above normal. 


Under this combination of cir- 
cumstances, the GM president de- 
clared, the corporation had no al- 
ternative but reduce its schedules 
in order to insure the bulk of its 
workers at least a living wage 
until conditions improve. 

Approximately 205,000 workers 
will continue on the 24-hour a 
week basis with no reduction in 
hourly rates. This compares with 
235,000 in December, 265,000 in Oc- 
tober and the year’s peak of 270,- 
000 last spring. Layoffs are being 
made in accordance with the 
UAW agreement signed Mar. 12, 
which provides. protection of 
workers with greater seniority and 
also reasonable protection for 
men with dependents. 


January schedules, under the 
new plan, calls for approximately 
90,000 units against a normal pro- 
duction month of 200,000. How 
long the new rate of operations 
will continue Knudsen would not 
predict, but said he felt confident 
that sales would improve this 
spring as they have in past years. 


He stressed the fact that the 
corporation would increase its op- 
erations as early as improvement 
in business permits and regretted 
that lay-offs at this time were un- 
avoidable. 


Among the causes for the cur- 
rent recession he cited the rapid 
increase in prices last spring, 
which outran the increases in pur- 
chasing power. These higher 
prices he attributed to some ex- 
tent tq the gqyerly sifarp increase 
in ‘wages. ‘With’ priees outrunning 
-purchasing “gower, business de- 
“clined and layoffs followed which 
resulted .in further curtailment of 
buying. Employment in the auto- 
motivé industry; he said, had been 
well maintained up to the present 
time. 
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WEST COAST DEALERS pay respects to ADN and Ye Editor 


Chris Sinsabaugh at a dinner in San Francisco. 


Top photo, left to 


right, Sinsabaugh, LeRoy Spencer, president San Francisco Motor 
Car Dealer Assn., and general sales manager of Earle C. Anthony, 
Inc. (Packard distributor), and Bill Street (Dodge-Plymouth), vice- 
president of association. Second from top, left to right, Stuart Venn, 
manager of Earle C. Anthony, Inc.; Sinsabaugh; Don Gilmore, San 
Francisco Chevrolet dealer; Bill Remensperger, San Francisco Ford 
dealer, and Jim McAllister, Chrysler-Plymouth distributor for north- 
ern California. Third from top, Pontiac dealers fete editor at lunch- 


eon. 
(seated) ; 


Left to right, J. A. Herzog, Ed. Wells (standing), Sinsabaugh 
George Daniels, of Daniels-Wells, Inc., Oakland Pontiac 


dealer; H. O. Harrison (seated), San Francisco Pontiac dealer, and 


Ben Boas. 


Fourth from top, left to right, Jim Van Etta, San Fran- 


cisco Lincoln-Zephyr distributor; Sinsabaugh; Ernest Ingold, San 
Francisco Chevrolet dealer, and Glen Stater, Hudson distributor in 


San Francisco. 
luncheon. 


Bottom photo was taken at a Los Angeles dealer 
Left to right, Sinsabaugh; Earl Carpenter, Studebaker 


distributor and president of Motor Car Dealers Assn. of Los Angeles, 
and Charles W. Nash, chairman Nash-Kelvinator. 


Moss Plans Retirement; 
Supercharger Inventor 


LYNN, Mass.—Dr. Sanford A. 
Moss, noted engineer, and man- 
aging engineer of the super- 


charger department of the Gen- 
eral Electric Co., nationally 
known as “father” of the centrifu- 
gal compressor and supercharger 
for airplane engines, will retire 
Jan. 1, after 34 years of service 
with the company. 





Nash Transfers 


Department Heads 
To Detroit Offices 


KENOSHA, Wis- Heads of 
certain major departments of the 
Nash Motors division of Nash- 
Kelvinator Corp. on Jan. 3 will 
take up headquarters in the plant 
of the Kelvinator division of the 
corporation in Detroit, it is an- 
nounced by C. H. Bliss, vice- 
president and director of sales of 
the motors unit. 

Purpose of the move, Bliss 
states, is to concentrate depart- 
ment heads of both divisions of 
the corporation in Detroit. 


Those who are being trans- 
ferred to Detroit are: 

Bliss; Courtney Johnson, gen- 
eral sales manager; J. E. Lamy, 
organization director; A. C. Tiede- 
mann, director of business man- 
agement; A. R. Boscow, director 
of advertising and merchandis- 
ing; E. J. Reeser, sales promo- 
tion manager; Fred C. Williams, 
assistant advertising manager; 
Claus Anderson, Canadian sales 
manager; W. E. Engel, manager, 
car order department; Harold 
Keck, manager, statistical de- 
partment; George Gieselmann, as- 
sistant service manager, and Ir- 
vin Rapp, service and acces- 
sories department. 

Offices have already been 
established in the Detroit Nash- 
Kelvinator plant by Harold E. 
Long, former vice-president of 
the Nash Motors division in 
charge of purchasing, but now 
vice-president of the corporation 
in charge of purchasing; Emil 
Clausen, purchasing agent, and 
Walter Stowe, buyer. 

O. L. Arnold, western sales 
manager, will continue to main- 
tain headquarters in Kenosha. 

Also moving to Detroit is the 
Kenosha office of Geyer, Cornell 
& Newell, Inc., advertising agency 
for Nash-Kelvinator Corp. Per- 
sonnel of the office includes Karel 
M. Rickerson, manager; John 
Stoehrer, art director, and Fred 
L. Shaw, publicity director. This 
group will be headquartered in 
the agency’s Detroit offices in the 
New Center building. 


Ford Will Fie Fight 
NLRB’s Charges 


on Act Violations 





(Continued from Page 1) 
union propaganda; coercion of 
employes, and interfering with or 
assisting any labor organization.” 

Under the terms of the labor 
act, the NLRB can bring the mat- 
ter before the circuit court of ap- 
peals to force the company to 
comply with the decision or the 
company may appeal in its own 
behalf. 

There was little doubt here, 
however, that the company would 
take the aggressive in defending 
itself against the charges. Fred- 
erick H. Wood, New York lawyer 
who helped kill the NRA with his 
presentation of the Schecter case, 
has been retained to assist Louis 
J. Colombo, Ford attorney. The 
case will be heard before the 
sixth circuit court of appeals, 
Covington, Ky. 


KANSAS CITY.—Production at 
the Ford Motor Co. plant here has 
increased to more than 100 cars 
per day. This gradual increase 
has been accomplished despite 
efforts of the United Automobile 
Workers’ union to close the plant 
by calling a strike. 

The strike, after two weeks, has 
had little effect on the plant ac- 
tivities except that police have 
had to furnish protection to 
workers entering the plant, and 
the arrest of several hundred 
pickets. 

H. C. Doss, Ford manager here, 
says that men are being called 
back to work daily with more 
than 1,100 men now on the payroll. 
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Sen:tment For Jan. Show Gaining in ADN Poll 


Dealer Suggestions on Date 


§ (Range From Aug. to March\y 


(Continued from Page 1) 


tors Corp.: “January announce- 
ments and shows. People live and 
think by the clock. Time is gauged 
by the calendar. We have one 
calendar year. Let’s quit stagger- 
ing and return to the old- 
fashioned routine. If the demand 
is here labor won’t suffer. But at 
the present time the industry suf- 
fers and has suffered since the 
change of the model year. After 
all we are in the used car busi- 
ness and this fact should be the 
main consideration.” 


Erie, Pa., Champion Auto Sales 
Co., De Soto-Plymouth: “Jan. 10 
for shows and announcements. 
Going back to the first of the 
year would save dealers a lot of 
worry and hundreds of dollars 
interest.” 

Torrington, Conn., Zele Chevro- 
let Co.: “Nov. 10 to 15 for shows 
and introductions. These dates 
give us the full month of October 
to liquidate previous new car 
models. Factories can continue 
them until September instead of 
August.” 

Chicago, Ill, Sternberg Sales 
and Service: “Feb. 1, announce- 
ments; Feb. 1 shows. New models 
and shows stimulate buying. Why 
not use our ammunition when 
the public is in the buying mood. 
February starts the ball rolling.” 


Staten Island, N. Y., Island 
Chevrolet Co.: “Fall deliveries 
create terrible large used car 
stocks which must be carried 
four months before the spring 
selling season. Jan. 7, is best in- 
troductory date.” 

Pittsfield, Mass., Brown Motors, 
Inec., Ford, Lincoln-Zephyr: “In- 
troduction, early January; shows, 
early January. Comment: With 
fall introductions we have five to 
six months additional interest 
charges, warehouse expense and 
cars suffer five to six months de- 
preciation. January announce- 
ments would cut these figures 50 
per cent.” 

Bloomsburg, Pa., Buckalew 
Chevrolet Sales, Inc.: “Introduc- 
tion, after Jan. 1; shows, after 
Jan. 1.” 

Bellingham, Wash., John F. 
Campbell: “I favor fall shows at 
New York and Chicago.” 

Kokomo, Ind., Washington Mo- 
tor Sales: “Introduction, Jan. 1- 
20; shows, same date.” 

Washington, D. C., Wallace Mo- 
tor Co.: “Introduction, January; 
shows, January.” 

Des Moines, Ia. Ed. O’Dea 
Chevrolet Co.: “Introduction, Jan- 
uary; shows, late in January.” 


Philadelphia, Pa. Anders & 
Jervis Motor Co.: “Introduction, 
October; shows, January. Com- 
ment: ‘Gives two impulses to the 
business.’ ” 


Washington, D. C., Pohanka 
Service, Olds: “Introduction, Jan. 
1 to 10; shows, Jan. 1 to 10. Com- 
ment: “Twenty-one years a deal- 
er.’ ” 


Bethlehem, Pa., Ungerleider Mo- 
tor Co.: “Introduction after Jan. 
1; shows, first or second week in 
January or not at all! We have 
discontinued shows in Bethlehem, 
Pa. Comment: ‘Fall shows start 
talk on new models much too 
early.’” 


Manitowoc, Wis., Lauson Chev- 
rolet Co.: “Introduction Jan. 2; 
shows, Jan. 2.” 


Chestnut Hill, Pa., T. B. Lowry, 
Inec.: “Introduction Jan. 15-20. 
Shows, Jan. 15-20. ‘Clean up’ pe- 
riod now starts in mid-summer 
and continues into early fall 
therefore forcing us to carry 
large used car inventories for six 
months.” 


Bristol, Pa., Bucks County Sales 
& Service, Ford: “Introduction 
March 31. Shows, March 15. In- 
troducing cars in fall may stimu- 
late sales of new cars, but intro- 


ducing in spring will stimulate 
both new and used cars.” 
Rockford, IIL, Recht-Froelich 
Chevrolet Co.: “Introduction Jan. 
15. Shows, Jan. 15. We carry not 
only a heavy used car stock but 
also a heavy new car stock.” 


Montgomery, Ala., Hobbie Mo- 
tor Car Co., Hudson-Terraplane: 
“Introduction Dec. 1. Shows, Jan. 
1. This would help solve part of 
the used car problems.” 


Sheboygan, Wis., Schraut-Nash 
Co., Nash-Lafayette: “Introduc- 
tion Jan. 15. Shows, Jan. 15. Early 
introduction piles up the used car 
inventory just at a time when 
they do not sell. Cost of carrying 
new and used car§ during this 
time is excessive.” 


Clinton, N. Y., Park Row Mo- 
tors: “Introduction January. 
Shows, early January. “Distribu- 
tors should not have any preview 
until cars are available to every- 
one.” 


Jonesport, Me., David N. Saw- 
yer Co., Chevrolet: “Introduction 
Jan. 15. Shows, Jan. 15. A new 
year, a new car. Factories to 
cease manufacturing November 
15 to 30 to allow a good clean-up.” 


Fort Wayne, Ind., Davis Auto 
Co.: “Introduction Jan. 1 to 15. 
Shows, first two weeks in Jan- 
uary. Very much opposed to fall 
announcements and shows. Places 
heavy burden on dealer who must 
carry too many used cars through 
winter.” 

Yakima, Wash., Letitus: “Intro- 
duction Jan. 1. Shows, January 
and February. Inactivity in used 
cars during winter months make 
sales of new cars impossible in 
sufficient numbers to make a 
showing before the model is six 
months old. January announce- 
ments afford an opportunity to 
have sufficient new cars by spring 
selling season when there is the 
largest market for used cars. Used 
cars are the regulator of this 
business now and spring is best 
used car market at present time.” 


Milwaukee, Wis., Badger Pon- 
tiac Co.: “Introduction Jan. 15. 
Shows, Jan. 15. The fall shows 
are a detriment to dealers and 
will bankrupt many in the years 
to come. Immediate change is ab- 
solutely necessary.” 

Warren, Pa. Weigel Motor 
Sales: “Introduction Jan. 15. 
Shows, Jan. 15. Unless the show 
dates are changed to January 
within the next two years there 
won't be any need of shows. There 
won't be any dealers left.” 

Tarentum, Pa., Allegheny Val- 
ley Dealers’ Assn.: “Introduction, 
Jan. 15. Shows, Feb. 1. Present 
arrangement terrible. Requires 
stocks of not only used cars car- 
ried until spring or summer but 
also new car stocks.” (23 votes.) 

Englewood, N. J.: “New models 
should be introduced no later in 
the fall than Sept. 10 or else in 
January. I believe a fall announce- 
ment gives two selling peaks 
which seems preferable.” 

Hartford, Conn., Elmer Auto 
Co., Willys: “Introduction after 
Jan. 1. Shows, January to Feb- 
ruary. Dealers lost $200,000 on last 
year’s cars because selling stopped 
in August. Customers asked what 
have you ‘coming’ next year.” 

Jefferson, Ia., Smith Ingels Mo- 
tor Co., Hudson-Terraplane: “Jan- 
uary introduction. Shows, January 
or February. Fall introduction 
forces dealers to take in used cars 
and carry most of them through 
the winter.” 

Walden, N. Y., Clark Auto Sales: 
“Introduction Jan. 1. Shows, Jan. 
10. The fall showings have proven 
to be a failure, beyond any doubt.” 

Rhinelander, Wis., Quality Chev- 
rolet Co.: “January introduction. 
January shows. Too heavy a load 
in used cars on early introduc- 
tions with a consequent loss on 
depreciation.” 


PURSUING A TRADITION, 
Stephens Co. (Buick), 


Minneapolis, 


Win R. Stephens, president W. R. 


distributed an $8,000 bonus 


among his employes preceding Christmas. Among those present at 


the fete were, left to right, 


W. R. Stephens; F. S. Black, branch 


manager Motors Holding Corp., Mwaukee; C. E. Hill, vice-president 
Northwest National Bank; H. G. Krell, zone manager Buick Motor 
Co.; E. I. Cheeseman, assistant branch manager GMAC, and F. A. 
Whitaker, vice-president W. R. Stephens Co. 


Nebraska City, Neb., Novak Au- 
to Co.: “Introduction Jan. 2. 
Shows, Jan. 5. Lot of dealers could 
stay in business longer and make 
more money.” 

Philadelphia, Pa., Roxy Motors, 
Inec.: “Introduction Sept. 15. 
Shows Oct. 1. When economic 
conditions are good, one model 
year is sufficient. When condi- 
tions are bad more than one 
model is sheer waste.” 

Lorain, O., I. T. Atyeo, Chrysler- 
Plymouth: “Introduction Jan. 10. 
Shows, Jan. 10. One more year of 
early introductions and all the 
dealers will be broke.” 

Coudersport, Pa., Easton-Fee 
Chevrolet Co.: “Introduction Jan. 
10. Shows, Jan. 15. 

Topeka, Kan., Mosby-Mack Mo- 
tor Co., Ford: “Introduction Jan. 
1. Shows, Jan. 1. Lengthens the 
new model selling season. Helps 
relieve used cars for winter car- 
ry-over.” 

Springfield, Mo., Thompson 
Sales Co.: “Introduction Jan. 1. 
Advance showings about Dec. 15 
might bring a little Christmas 
business.” 

Wilmington, Del, Richardson 
Bros., Inc., Studebaker: “Intro- 
duction early February. Each year 
some car tries to be first in intro- 
ducing new models; consequently 
in the best selling season new 
models being only two months 
away expect a car at reduced 
prices or they wait. Shows have 
lost their glamour and mean noth- 
ing. One in New York and Chi- 
cago is all that is necessary and 
have all cars shown by dealers at 
one time by law.” 

Saint Cloud, Minn., Otto Bros., 
Dodge- Plymouth: “Introduction 
after Jan. 2. Late model used cars 
do not sell in fall or winter. 
Therefore a greater loss to deal- 
ers to carry and force sales of 
something the public does not 
want. The public wants new 
spring models.” 

Amarillo, Tex., Amarillo Olds- 
mobile Co., Inc.: “Jan. 10-20.” 


Rochester, N. Y., Thomas J. 
Northway: “November. We favor 
the fall for new models and 
shows.” 

Alliance, O., Souers & Rich, 
Hudson-Terraplane: “Jan. 15. On 
account of carrying used cars 
through winter months and more 
time to get rid of our old models.” 


Nyack, N. Y., Nyack Buick Co.: 
“Jan. 15.” 

Evansville, Ind., Eckler Chevro- 
let Co., Inc.: “Jan. 10. Used car 
inventory builds up too early in 
fall, making an expensive carry- 
over.” 

Ocilla, Ga., Willis Motor Co., 
Ford: “January. Fall introduc- 
tion comes right in midst of our 
best selling season. Customers in- 
clined to wait for new models. 
Cannot get deliveries and season 
almost over for selling used cars 
when new models begin coming 
through.” 


Tamaqua, Pa., Weston Garage 
Co.: “Introduction Jan. 1-15. 
Shows, Jan. 1-15.” 

Framingham, Mass., R. Amo- 
roso, Chrysler: “Introduction Nov. 
1. Shows, from Nov. 1 to 15. Be- 
lieve we should have shows and 
they should be held from Nov. 1 
to Nov. 15 and not later.” 


Wausau, Wis. Hall Garage 


Corp., Plymouth: “Introduction, 
February. Shows, March.” 

Salisbury, Md., William P. Pope 
& Son: “Introduction, January. 
Shows, January. Fall introduc- 
tions retard late summer sales in 
agricultural sections when most 
money is in _ circulation. Also 
builds up too large used car in- 
ventory which dealer has to carry 
until spring.” 

Atlantic City, N. J., Shore Mo- 
tors, Inc. Buick: “Introduction 
Oct. 1 to Nov. 1. Shows, Oct. 15. 
“Carrying a few used cars over 
until spring is better than having 
no new car market from Nov. 1 
to Mar. 1.” 

St. Louis, Mo., Riefling Fords, 
Ford: “Introduction January. 
Shows, Jan. 1-15. Manufacturers 
should permit dealers to order 
their supply of cars for November 
and December and not give them 
more cars than they know they 
can sell.” 

Hazelton, Pa., Anthracite Chev- 
rolet Co., Inc.: “Introduction Jan. 
15. Shows, Jan. 15. There was no 
response to new cars this fall and 
I thoroughly agree with the com- 
ments on this page.” 

Green Bay, Wis., Cliff Wall Mo- 
tor Sales: “Introduction January 
10. Shows, Jan. 3-10.” 

Spartanburg, S. C., Odom Bat- 
tery & Tire: “Introduction Jan. 
1. Shows Jan. 15. 

Red Deer, Alberta, Can., The 
W. E. Lord & Co., Ltd., Chevrolet, 
Pontiac, Olsmobile, Buick: “In- 
troduction Oct. 25. Retail dealers 
in western Canada should have 
new models available Nov. 1.” 


Sibley, Ia. 


“IT have been reading with a 


great amount of interest, the 
comments of dealers in your pub- 
lication regarding date on new 
car and show time announce- 
ments. 

“IT have been very much op- 
posed to the early announce- 
ments, as it causes prospective 
buyers to hold off buying new 
cars as early as July, when busi- 
ness should be good, and the 
worst thing about it is the fact 
that our used car stock accumu- 
lates to the point that it is a 
heavy burden to carry through 
the winter months. 

“Have checked back on our 
records when we had new car an- 
nouncements in January, and find 
that we did not have any used 
car problem then. It is my opin- 
fon that until we have new cars 
announced in January we will 
continue to have trouble in mov- 
ing our used cars during the 
winter months. 

“IT sincerely hope that the new 
car announcement dates will be 
changed to January.”—R. H. Hor- 
ton, Horton Chevrolet Co., Sibley, 
Towa. 


Milwaukee 


“IT think fall shows create a bad 
used car condition and I think 
the public lays off buying the 
current model car as early as the 
1st to 4th of July in anticipation 
of the early fall show. 

“We are all out of business in 
August and September, so to 
speak, when we should be doing 
some business. 


“As I have mentioned on the 
ballot, I think that factories 
should arrange their manufactur- 
ing schedule to produce cars in 
December in sufficient quantities 
to stock their dealers with floor 
and demonstrating cars and then 
go into the New York show the 
first week in January, announcing 
their 1939 or whatever year mod- 
els it happens to be. 


“The dealers would then have 
their sample cars and demonstra- 
tors to back up the announce- 
ment. Then and only then does a 
model mean what it says it does.” 

Anonymous. 


Charleston, S. C. 


“I believe new models and shows 
should be held the last part of 
January each year. The present 
time of October showing is right 
in the midst of the best buying 
month of the year, just when 
everyone is cashing in on fall 
crops, tobacco, cotton, etc., etc., 
and they are confused as to 
whether to buy an old model or a 
new model, but if the new models 
are three months in the future, 
their minds would not be divided 
as to when to buy. 


“As now most dealers are just 
getting enough cars for delivery 
in last of November and during 
December, when everyone is 
thinking about spending money 
for Christmas and paying taxes 
for the year. In our state taxes 
are paid on car owned on Jan. 1, 
and quite a few hesitate about 
trading old cars just before the 
first and paying taxes on a brand 
new car. 


“January and February are now 
the slowest months in the year 
for the automobile dealer, and 
new models in the middle of 
January would help a great deal 
in making these two months 
show profits instead of red figures. 
But all factorics must get to- 
gether and do it the same time. 

“Note the great lack of interest 
in introduction of the 1938 models 
due to a great many being run all 
around town before the announce- 
ment date, and you know this is 
poor business.”—J. J. Altman, Fort 


| Sumter Chevrolet Co., Charleston, 
6.c 


Princeton, N. J. 

“Regarding your ‘Show Ballot’ 
on the introduction of new model 
cars, we have largest stock of 
cars on hand (both in units and 
dollars) in our history for this 
time of the year. 

“We are emphatically in favor 
of the introduction to come after 
New Year’s Day, say prior to Jan. 
15, with the New York show at 
about the same time. 

“We anticipate that we will go 
into the months of March and 
April with used cars on hand taken 
in trade on new cars sold in No- 
vember and December. 

“With the additional taxes 
placed on business it is impera- 
tive that our business eliminate 
the expense of interest on these 
cars as much as possible, by sell- 
ing them shortly after taking 
them in, and the depreciation 
while in our hands.”—Lyons-Mc- 
Mullen Motor Co., Chevrolet, 
Princeton, N. J. 


Green Bay, Wis. 

“IT do not favor fall introduction 
of new models. I do not favor 
fall shows. New models should be 
introduced from Jan. 2 to Jan. 15. 
Shows should be held in January. 

“Dealers would save lots of 
money on new and used cars and 
heavy inventory on interest dur- 
ing winter months.”—James 
Stathes, Brown County Motors, 
Dodge-Plymouth, Green Bay, Wis. 


Greenville, Pa. 
“You are to be commended on 
your Show Ballot, as it affords 
(Continued on Page 7, Col. 1) 
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General Motors Curtails 


NNOUNCEMENT this week that General Motors had 
A reduced its working torce by 35U,U0U workers and 
placed the remaining zv5,UUU on a three-day, 24-hour 
week basis has created considerable furor. While most 
business and governmental leaders have accepted the 
candid statements or W. 8. Knudsen, GM president, that 
the curtailment resulted solely trom a recession in demand 
and excessive plant inventories of finished parts a minor- 
ity has charged indirectly that it is a gesture aimed to 
embarrass government and labor unions. 

With some 380,000 stockholders to report to we do not 
feel that mr. Knudsen would engage in gesture at their 
expense, even it he himselt did not possess the broad 
humanitarian principles that he does. lor this reason the 
minority charges seem as hollow as the heads trom which 
they come. Kiconomical production requires that plants 
be operated at a given daily rate or pronts and wages are 
impossible. When demand talis below that point no other 
course is possible than to retrench. 

Meanwhile from a dealer standpoint we feel that the 
slower schedules will permit them to bring their inven- 
tories more in line with their own current demand. At the 
present time GM dealer inventories alone are 60,000 new 
cars above normal and this becomes even more excessive 
when viewed in relation to sales. 

In his press interview Mr. Knudsen stated that there 
was reasonable expectation of an increase in sales early 
this spring. If meanwhile dealer inventories of both new 
and used cars can be reduced then perhaps the corpora- 
tion and the industry as a whole can march forward at a 
greatly stimulated pace. 


Ford and the Pharisees 


pp BA8stic ruling by the National Labor Relations Board 
against the bord Motor Co. will be, and should be, 
carried through to the highest court. When any board 
in this broad land of ours attempts to deny any person or 
corporation its right to free speech and a free expression 
of views, then the board itself should be silenced in 
interest of public welfare. 

We do not quarrel with the board in carrying out its 
duties of insuring workers the right to organize of their 
own free will. We feel that if union organizers can make 

themselves heard among Ford workers and not on Ford 
property they are within their rights to do so. We do not 
feel that the National Labor Relations Act intended that 
organizers should be permitted to harangue workers at 
their jobs but rather to protect them in their rights of 
free speech. 

By the same token we feel that while the Ford Motor 
Co. would have no right and could expect no protection 
from the NLRB if it trespassed on union property it 
should have the right to speak its feelings on its own 
property and to its own workers. To abridge this right is 
to threaten the very foundations of our national freedom 
and is drastically in conflict with democracy. 


With apologies to G.MLS. 


Looking into a future 
of uncertainty, our 
best guiding land- 
marks are always at 
our rear. Thus, while things may 
not look so bright on the road 
ahead, the year that has just 
closed, let’s not forget, was the 
second best in the history of the 
industry. Estimates by the Auto- 
mobile Manufacturers Assn. place 
the total production of passenger 
cars in 1937 at 4,050,000 and 
trucks at 925,000. In the truck 
end of the industry this estab- 
lishes a new all-time high. 

aK ad * 


IT SEEMS ALMOST impos- 
sible to believe that in a nation 
where a single industry has pro- 
duced products valued at $4,177,- 
000,000 in one year, its people 
should be in want the next. Cer- 
tainly not all the wealth and all 
the savings in this country have 
been dissipated. Banks and busi- 
ness are still solvent. The ma- 
jority of individuals are solvent 
and, by and large, it would seem 
that our greatest distress comes 
from the insolvency of intesti- 
nal fortitude. In other words, we 
are wanting only in guts. And 
those of us who wait in the ashes 
of despond are likely to find that, 
unlike Cinderella, we have no 
fairy godmother to touch us with 
a fairy wand, and we will very 
likely not get to the ball. 

- + * a 

HISTORY OF THE industry 
shows that there always are two 
good years and a third that is 
down. Since 1932 this program 
has been varied, due largely to 
the fact that we were ascending 
from an unprecedented depth. 
That we could continue to set 
new records each year would be 
stretching optimism too far. But 
in many cases business men had 
done just that thing. They had 
set their projections above possi- 
bilities and when their projec- 
tions failed to materialize they 
became despondent. In their de- 
spondency they laid off employes 
who also became _ despondent. 
True also, there is a degree of 
politics in the present situation. 
Whether this is due to “big busi- 
ness” attempting to put the bee 
on the President, as has been 
charged, or to an uncertainty on 
the part of “big business” as to 
how much of a bee the President 
plans to put on it, will be be- 
lieved or disbelieved largely in 
accordance with the color of 
your politics. 

* * og 

THERE SEEMS little reason 
to assume that this situation will 
not be clarified with the reopen- 
ing of congress. If it is, and only 
the most shortsighted congress 
would let it be otherwise, big 
business will know where it 
stands and should be better able 
to judge its future course accord- 
ingly. A second factor, which has 
had many people down, has been 
the doldrums in the New York 
stock exchange. There is little 
question that there has been con- 
siderable selling in an effort to 
establish year-end losses for tax 
purposes. When the new year 
starts many will be back in the 
market to gather their bargains. 
This should stimulate the market 
and return public confidence. 

x * om 


WITH CONFIDENCE return- 
ing and “big business” showing 
new stabilization and initiative, 
we should be on our way back 
early this spring. Perhaps this all 
may seem too hopeful, but hope 
should be something that even a 
depression cannot take away from 
us.—The Callahan. 


HOW’RE 
WE 
DOIN’? 








New Car Production 
of 4,050,000 
and a 
Truck Output 
of 925,000 
gave us a Happy 1937 


Lem 
Slay we wish the entire 
industry similar happiness 





and success in the 
New Vear 





In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Hot! 


You are to be congratulated on 
innovating a really “hot” idea. 

The publishing of used car sell- 
ing prices in the various major 
cities of the country cannot help 
but be useful in a variety of 
different ways. 


Not meaning to criticize vari- 
ous other ways of determining 
used car values, for those methods 
are valuable in so far as they 
will work. 


Your method will enable a 
dealer to have up-to-the-minute 
information, which has not here- 
tofore been available. It will also 
help convince the customer of the 
true value of his used car as well 
as to aid in selling him other 
used cars at a fair price. In- 
formation of this kind that the 
customer would believe and trust 
has been sadly lacking. 


I am sure that all of your sub- 
scribers are going to find that 
this service is one of the most 
valuable that you have ever in- 
augurated. It occurs to me that 
none of us have really yet ap- 
preciated what a “find” you have 
made. 


Our best wishes for its con- 
tinued success.—S. J. Swain, Swain 
Motor Car Co., Medina, Ohio. 


Suggestion 


Since you are seeking com- 
ments from readers on your new 
table of used car selling prices, I 
would like to make the following 
observations: 


Judging by the table on page 4 
of your Dec. 22nd issue, I do not 
think these figures will have any 
practical value because: (1) The 
prices shown are advertised 
prices, and of all the cars adver- 
tised for sale relatively few state 
the price in the advertisement, 
therefore the sample may not be 
representative. (2) Such prices 
are not final sales prices but are 
subject to negotiation. (3) The 


range of prices for each model for 
each city is so wide that weekly 
fluctuations are likely to be en- 
tirely meaningless. 


Instead of using advertised 
prices I would suggest that fig- 
ures be collected from represen- 
tative dealers in each city giving 
the average sale price for each 
make and year desired, based on 
actual sales only. Perhaps this is 
too difficult an undertaking, but 
I do not see how accurate figures 
can be obtained otherwise. I do 
know that leading manufacturers 
obtain information from their 
dealers on such matters, but 
doubtless they would be unwilling 
to make these figures public. 


Possibly this information from 
dealers might be obtained cover- 
ing only Chevrolet, Ford and 
Plymouth as a starter. —W. L. 
Dayton, Analytical Research 
Bureau, New York. 


Well, Lowell? 


I am enclosing a clipping rela- 
tive to conditions in Cheyenne, 
written by James R. Lowell. 


I don’t know where he got his 
dope, nor who he is, but the in- 
formation furnished is far from 
accurate. 


There are more than 50 per 
cent more used cars in dealers’ 
hands than a year ago and the 
sales are off more than 50 per 
cent, making a very uncomfort- 
able situation for it has reflected 
seriously on new car sales which 
are also off about 50 per cent, 
with stocks in dealers’ hands 
more than 100 per cent above 
1936. 

From reports, Cheyenne is up 
against a tougher condition than 
any other town in the state and 
there are some sales in Casper, 
Rawlins, Laramie and Sheridan. 


The unemployment situation is 
bad, particularly in railroad and 
air line circles. Cheyenne does 


(Continued on Page 11, Col. 1) 





Nov. Parts Sales Under Oct., But Still Above 36 


11-Month Average Up 
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07% 


Over 1936, NSPA Reports 


DETROIT. — According to the | 
National Standard Parts Assn., 
automotive sales index, November 
sales declined 11 per cent from 
152 in October to 135 in November. 
This is just one point above No- 
vember of last year. Average 
monthly sales for the first 11 
months of this year show an in- 
crease of 7 per cent over the same 
period last year. 

Replacement parts shipped to 


Chrysler Sales 
In Canada Set 
New Nov. Mark 


WINDSOR, Ont.—November 
shipments of Chrysler, Plymouth, 
Dodge and De Soto motor cars 
were larger by far than any pre- 
vious November, and with the ex- 
ception of May, 1937, were the 
largest in the history of the 
Chrysler Corp. of Canada, Ltd.,” 
according to John D. Mansfield, 
president of the corporation. 

New car registration figures for 
November of this year indicate a 
gain of 52 per cent over Novem- 
ber, 1936, he said. 

Each successive year since 1932 
shows a substantial gain over the 
previous year, Mansfield said. A 
38.2 per cent gain was shown in 
1933 over 1932, 72.9 per cent gain 
in 1934, 30.6 per cent gain in 1935, 
a 38.7 per cent gain in 1936 and 
this year will show a gain of 48.4 
per cent over 1936. 

Whereas five years ago about 
one in every seven passenger cars 
purchased in the Dominion was 
a Chrysler-built product, today al- 
most one in every three cars pur- 
chased is built by Chrysler, Mans- 
field pointed out. 


N. J. Road Patrol 


Expansion Sought 





TRENTON, N. J.—Increased 
appropriations to enable better 
policing of New Jersey highways 
in a move to curtail increasing 
highway accidents and fatalities 
will be sought from the state 
legislature here in 1938 by both 
the state police and the state mo- 
tor vehicle department. 

Two hundred additional state 
troopers are urgently needed, 
Col. Mark O. Kimberling, super- 
intendent of state police, as- 
serted in his annual report. He 
listed as reasons for this need in- 
creasing activities, together with 
added responsibilities certain to 
follow in the near future. Open- 
ing of the new Lincoln Tunnel 
and the approach of the New 
York World’s Fair will result in 
increased traffic, he said, and 
will cause the load on our high- 
ways “to reach untold propor- 
tions.” 

Also concerned with the need 
for greater policing of New 
Jersey’s heavily trafficked high- 
ways is Arthur W. Magee, state 
motor vehicle commissioner, who 
asks an increased 1938 appropria- 
tion to provide for 25 additional 
inspectors to patrol state high- 
ways. 


U.S. Advises Exporters 
To Get New Schedules 
WASHINGTON.—All exporters 
of automotive products, in order 
to avoid difficulty in clearing 
their shipments to foreign coun- 
tries after Jan. 1, 1938, are ad- 
vised to secure immediately a 
copy of the revised edition of 
Schedule B, the statistical classi- 
fication of domestic commodities 
exported from the United States. 
Collectors of customs have been 
instructed to refuse to accept 
documents which have not been 
properly prepared in accordance 
with the revised schedule. 


“wholesalers in November declined 
11% per cent to 115, which is 5 
per cent below November, 1936. 
The replacement parts sales for 
11 months, however, are still the 
same as last year, with 125. 

Shop equipment and_ tools 
shipped to wholesalers in Novem- 
ber declined 10 per cent from 156 
in October to 140 in November, 
but this is still 28 per cent ahead 
of November, 1936. Average 
monthly sales of equipment for 
the year registered 150 or 10 per 
cent more than last year. 

Original equipment shipped to 
vehicle manufacturers in Novem- 
ber declined 14 per cent from 242 
to 208, making it the first month 
this year when original equip- 
ment was lower than last year. 
However, average monthly sales 
index for the year to date is 40 


Jobber Outlook 
Seen as Best Yet 


DETROIT.—With buying 
confidence returning, E. P. 
Chalfant, executive  vice- 
president of the National 
Standard Parts Assn., pre- 
dicted this week that 1938 
will see the greatest main- 
tenance business in history. 

“The alleged recession in 
business admittedly caused 
the jitters in October and 
November,” said Chalfant, 
“but the record - breaking 
jobber attendance at the 
ASI show and the buying 
confidence shown by whole- 
salers of after-market prod- 
ucts proved conclusively 
that spring maintenance 
business will be on the up- 
and-up. There will be more 
motor vehicles on the streets 
and highways in the spring 
months of 1938 than history 
has yet recorded.” 





per cent ahead of the same pericd 
of last year. 

Export shipments for November 
remain the same as October, at 
124. This is 39 per cent ahead of! 
November, 1936. The average 
monthly export shipments for 11; 
months registered 127 which is 31| 
per cent ahead of last year. 


C hrysler Calls 
1,000 Field Men 


(Continued from Page 1) 

for the various companies to hold 
meetings with their field person- 
nel a few months after new mod- 
els have been introduced, to sur- 
vey the general situation, as well 
as to examine the future business 
outlook. This will be the first time 
however that the corporation ex- 
ecutives have had an opportunity 
to consider with the entire field 
organization in one meeting mat- 
ters relating to fundamental com- 
pany policies with a view to see- 
ing to it that company policies are 
thoroughly understood by all who 
are responsible for carrying out 
these policies in the field. 

“The company announced some 
days ago that no new models or 
change in prices are contemplated 
and that subject will not be dis- 
cussed. Our thought at the fac- 
tory is that regularly opportunity 
should be afforded for the man- 
agement and all of the organiza- 
tion in the field to check with 
each other on matters of policy 
and the meeting proposed will 
probably be the beginning of a 
series of annual discussions for 
this purpose.” 


ADN’s Almanac, published once a 
year, is considered THE reference 
book wherever automotive informa- 
tion is desired. 
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SIXTEEN STUDEBAKER SERVICE representatives are calling 


every week at Studebaker dealers’ 


of a year they will have conducted 1,250 service clinics. 


service departments. Over a period 
Typical pic- 


ture shows a service meeting being held at Lester Motors, Ltd., Sac- 
ramento, Calif., where new methods, new equipment and the latest 
information on service were thoroughly discussed for the benefit of 
the dealer’s service manager and his service men. 


Index of New 


Car Retail 


Sales Value Drops in Nov. 


Special to Automotive Daily News 


WASHINGTON.—A sharp de- 


crease from October marked the | 


preliminary adjusted index fig- 
ure of the value of retail sales of 
new passenger automobiles for 
November, according to the U. S. 
department of commerce. 


This index, which makes allow- 


Require Safety Glass 
BERLIN (UTPS).—A new roac 
traffic act here provides that wind- 


shields must consist of safety glass, | 


as from Oct. 1, 1938, in all motor 
vehicles newly registered after that 
date. Wipers are likewise made 
obligatory by this act. The weight 
of trailers is limited to 40 per cent, 
in exceptional cases 60 per cent of 
that of the car, and trailers are per- | 
missible only if the car is provided | 
with all-wheel brakes. 


ance for the number of days as 
| well as for seasonal movements, 
was 85.0 in November, on the 
basis of 1929-1931 average as 100 
compared with 127.0 in October 
and 105.0 in September. 

Daily average sales in Novem- 
ber, according to the priliminary 
figures, were about 23% per cent 
less than November, 1936, and 
|}10% per cent less than Novem- 
| ber, 1935. Without seasonal ad- 
| justment, there was an increase 
|of almost 5 per cent from 
October to November. 


The aggregate value for the 
first 11 months of this year was 
|8% per cent above that for the 
|} corresponding period of last 
|year, and about 34 per cent 
| higher than the first 11 months 

of 1935, it is shown. 


Cetin. Extends 
90 m.p.h. Limit 
To All Roads 


HARTFORD, Conn.—The Con- 
necticut traffic commission has 
announced extension of the 50- 
mile-per-mile speed limit ruling, 
previously effective only on 
trunkline highways, to all state- 
aid roads. Authority of the com- 
mission, previously limited to the 
trunk arteries, is by a 1937 legis- 
lative enactment enlarged to in- 
clude less important highways 
maintained in part by the state. 

Under the new ruling, the 50- 
mile limit now applies to all 
paved roads in the state except 
city streets or town roads en- 
tirely within the boundaries of 
one community. Speed on such 
purely local roads is governed by 
local ordinance. Some highways 
in the more thickly settled sec- 
tions of the state are zoned for 
lower speeds, from 45 miles down 
to 30, and posted by the traffic 
commission. 

The 50-mile limit is effective on 
all state roads not otherwise 
posted by the commission. Mu- 
nicipalities are prohibited from 
erecting “speed limit” signs on 
through highways, and many such 
signs have been removed by or- 
der of the commission. 


Zephyr Accessories 


Listed in New Booklet 
DEARBORN.—An attractive 
new folder in three colors has 
just been issued by parts and ac- 
cessories department of the Ford 
Motor Co., illustrating the new 
accessories for the 1938 Lincoln- 
Zephyr V-12. The booklet is de- 
signed for three-fold use as an 
envelope stuffer, self-mailing piece 
and a counter handout. 
Featured in the accessories 
booklet is the new  Lincoln- 
Zephyr radio, Lincoln-Zephyr 
heaters, seat covers, lap robe, 
Kool Kushions, peep mirrors and 
a new winterfront. 


We Thank The 
Automobile Dealers 
of America 


. . For the very fine increase in business for 


1937. 


During 1938—for the 27th year—you 


may expect us to work in the interests of 


the dealers. 


co-operating in every particular. 


Red Book--Blue Book 


Published by 


USED CAR MARK 


NATIONAL 


1315 South Michigan Avenue, 


a 
4 


REPORT, 


INC. 


Chicago, Ulinois 
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Parity j in Finance Rates Held Contingent on Risks 


Repossession F Figures Show |. 


Ditference in New, Used Cars 


(Continued from Page 1) 


liquidated in 1936 and ’37 re-| 
vealed: 
Pctg. of 
Repossessions 
New Used 
Cars Cars 
12 months and 
under 
13 to 18 months..... 3.08 9.53 


19 to 24 months..... 3.29 14.73 
This shows a preponderance of 


13.73 


repossessions against used cars. | 
|els represented in the 12-month 


Those being sold on terms of 12 


Warrick Named 
By Kansas City 
Car Trade Assn. 


KANSAS CITY.—Fred Warrick, 
Congress Garage, was elected 
president of the Kansas 
Automotive Trades’ Assn. at the 
annual election of the association 
last week. 

Officers named were: O. V. 
Smook, Benton Motor Inn, vice- 
president in charge of mainte- 
nance; Harry Rubin, Mutual and 
National Garages, vice-president 
in charge of storage and parking; 
Fred Wamsley, Wamsley Tire & 
Battery Co., vice-president in 
charge of tires and batteries; B. 
J. Oppenheimer, Faeth Co., vice- 
president in charge of jobbers; 
Ted Kuhn, Ted Super Service, 
secretary; John Heilman, Hill- 
crest Garage, treasurer; Robert 
Carr, Kelly-Williams Motor Co., 
sergeant-at-arms. 

Directors elected were: 
Myers, Pickwick Garage; V. E. 
Mott, Dayton Auto Parts; I. T. 
Ray, Ray’s Garage; C. E. Berg, 
Motor Inn Garage; F. F. Shelley, 
Shelley Motor & Tire Service; 
Fred Lodde, Lodde Bros. Tire Co. 
Fred Lodde is the retiring presi- 
dent of the association. 


Joe 


hawe152A 


City | 





months or less may be presumed 


| to represent the older models and 
| the ratio of repossession is almost 


10 times as bad as new cars. In 
the new car field the reposses- 
sions rise in direct relation to 
the time extended. 

On the 13-to-18 months plan on 
used cars (presumably later mod- 
els), the experience shows sharp 
improvement over the older mod- 
is still 


payment group, but it 


| badly out of line with the experi- 
| ence in new cars sold on the same 
| terms. 


In the third category, the 
experience in used cars as com- 


| pared with new is even worse. 


pointed out that, 
until risks are brought more 
closely into line, rates neces- 
sarily must vary in accordance 
with the risk involved. To the 
suggestion that rates be pro- 
rated so that part of the burden 
is by new cars, it is pointed out 
that this would be the same as 
pro-rating insurance rates on a 
flat rate basis between the ages 
of 20 and 60, which would result 
in the men of 20 to 25 bearing the 
burden of actuarial loss experi- 
enced on those aged 50 to 60. 


For this reason it is claimed 
that, while rates within each 
classification can be averaged, an 
attempt to average new and used 
car rates would be far from sat- 
isfactory. It is admitted that the 
longer rates on new cars during 
the past three years have been a 
contributing factor in building 


Thus it is 


| heavy inventories of late model 


cars in dealer hands, but it is held 
that the current rates will change 
this in an orderly manner. 


Dodge Field Men 
Of Detroit Zone 
Attend Meetings 


DETROIT.— Members of the 
field staff of the Detroit region of 
the Dodge sales organization at- 


| tended a three-day business meet- 


NEW AERO 
ENGINE 


EMPLOYS NI-RESIST IRON 


Before long news will be released 
of a light-weight, air-cooled air- 
plane engine which is expected to 
develop about 50 horse power. It is 
a four-cylinder job with horizon- 
tally opposed cylinders, completely 
air-cooled. To achieve the high 
power-to-weight ratio so essential 
in the air, the major parts of the 


engine-block, case, etc., are cast- | 


ings made of a special aluminum 


alloy. Such construction would be | 


quite a problem were it not for 
the availability of a material, 
known as Ni-Resist, a special al- 
loy cast iron containing over 15 
per cent Nickel, which is being 
used for the cylinder liners, and 
valve inserts. Ni-Resist combines 
the toughness and resistance to 
wear so characteristic of Nickel | 
cast irons with a remarkable com- 
patibility with aluminum. In fact, 
the coefficient of expansion of Ni- 
Resist is so close to that of alu- 
minum that there are no dimen- 
sional variations between these 

two materials 

under constantly 

changing temper- 

ature conditions. 


THE 
INTERNATIONAL 
NICKEL COMPANY 


| $1,809,436 over 





INC. New York, N.Y. 


ing this week at Hotel Statler. 


The men, called in for the cus- 
tomary year-end review of sales 
activities, represented the 10 dis- 
tricts comprising the Detroit 
region, namely, Akron, Cleveland 
City, Detroit City, Flint, Fort 
Wayne, Grand Rapids, Lansing, 
Mansfield, South Bend and Toledo. 

The meetings, in charge of 
Regional Manager J. W. Hutchins, 
were addressed by W. M. Purves, 
assistant general sales manager; 
J. D. Burke, director of truck 
sales; Emerson J. Poag, director 
of merchandising and advertis- 
ing; and other Dodge executives. 


lial Ga. Y ield 


ATLANTA, Ga.—Comptroller Gen- 
eral W. B. Harrison reports that 
gasoline tax collections in 1937 ag- 
gregated $19,303,120, an increase of 
collections for the 
previous year. The gain was the 
largest recorded since the state be- 


gan levying the gasoline tax. 


@ LINE WANTED 


Automotive Products for 
WEST COAST SALE 


Automotive executive with long record of sales, sales pro- 
motion and advertising with the industry’s leaders is seek- 
ing a product of merit to market on the Pacific Coast. 
Would like to hear from manufacturers who are interested 
in expanding their sales in this territory. 





NO RECESSION IN EUROPE. 


for Graham-Paige Motors Corp., just back after a six-month trip 
through Europe, says business prospects abroad are excellent. The 
dots on the map represent Graham distributors who will up their 
orders this year an average of 25 per cent, Dodge believes. 


Output of Buicks in 1937 


Is Largest 


the 1937 record of the Buick 


FLINT.—World production of 
Buick motor cars during Decem- 
ber totaled 18,360 cars, bringing 
output for the year to 233,923| 
units, the largest volume in 10 | 
years, according to Harlow H. 
Curtice, president. 


This compared with 184,255) 
cars produced in 1936, an in-| 
crease of 49,668 cars, or 26.9 per| 
cent. At the same time, reports | 
of sales for the first 20 days of | 
December, with estimates of re-| 
tail deliveries for the remainder | 
of the month, show a total do-| 
mestic sales volume for the year 
of 203,739 cars. This compared | 
with 164,661 domestic sales in| 
1936, a gain of 39,078 cars, or 
23.7 per cent. 

Exports during 1937, including 
Canadian shipments, reached a 
new high of 22,106 cars, Curtice | 
said, as against 16,152 in the| 
previous year, an increase of 
5,954 cars, or 36.8 per cent. 

Buick continued with the van- 
guard of the industry in retail | 
sales during the last quarter of 
the year, attaining fifth place in 
domestic registrations in October, 
and improving this position to 
third place in November, on the 
basis of registrations reported for 
45 states, the executive said. He 


| past four years this manufacturer 





added that December sales thus | 
far reported indicate this po- 
sition will be maintained for the! o 
last 1937 month. 

Total sales during the last 1937 
quarter approximately duplicate 
those of the same period a year 
ago, he said. 


According to sales department | 


figures, domestic retail deliveries | 
of Buick cars during the second 
10 days of December totaled 4,685 
cars, a gain over the first 10 days 
of the month, when 4,633 cars 
were retailed in the United 
States. Estimated sales for the 
full month of December were in 
excess of 14,000 cars, while ex- 
port shipments for the month to- 
taled 1,819 units. 

A $32,000,000 Flint payroll, rep- 
resenting an increase of more 
than $6,600,000 over last year, is 


| totaled $25,504,736, 


| 22.2 per cent over 1936. 


| average of 11,393 in 1934 and ’35| 


| made 


| larger 





Write or wire 


Box 138, Automotive Daily News. 


when 
| American Bantam Car Co. 
| here, 
|applications have been mounting 


Harry D. Dodge, export manager 


in Ten Years 


division as a result of the in- 
creased volume. This sum, aver- 
aging more than _ $2,600,000 a 
month, was paid to 16,399 em- 
ployes, the average on the Buick 
rolls throughout the year. In the 


has paid a total of nearly $95,-| 
000,000 to its employes and has 
boosted its employment 44 per 
cent. 

Throughout 1937 there were 
2,500 more men on the rolls than 
in 1936, an increase of 18 per 
cent. 

Curtice said that Buick’s pay- 
roll for 1937 totals $32,176,304, 
compared with $25,504,736 for the) 
1936 calendar year, an increase | 
of $6,671,568, or 22.2 per cent. The | 
monthly average, he pointed out, 
compared with $2,125,000 a month} 
during 1936. 

With 1936 and 1937, two out-| 
standing years from the stand- 
point of volume, Buick’s steady | 





| rise is accurately charted in em-| 


ployment and payroll disburse- | 


ments over the past four years. | 
Average employment in 1934} 
stood at 11,409 with payrolls to- 
taling $16,504,321. In 1935, em- 
ployment was maintained at an 
average of 11,377, but payrolls 
rose to $20,709,861, an increase of 
25.5 per cent. Payrolls in 1936) 
an increase | 
over 1935 of 23 per cent, while | 
the current year’s payrolls were | 


During the four-year period} 
Buick employment rose from an| 


to 16,399 in 1937, an increase of | 
5,006 men, or 43.8 per cent. The} 
force, Curtice said, has} 
had steadier employment with a 
greater individual income than 
in 1934 and ’35. 


ADN'’s ie aciaaas bureau supplies 
readers with all important happen- 
ings in the nation’s capital, affecting 
the automotive and allied industries. 


SALES MANAGER 
OR 


SALES CLOSER 


Desires connection in West 
or Southwest as Sales Man- 
ager in city of 25,000 to 
100,000 population, or as 
Sales Closer in larger city. 
Prefer GM dealer handling 
Pontiac to LaSalle priced 
line. Now employed in city 
of 400,000 as retail sales- 


| Sawyer, 


| changed 
| Corp., 





man and closer. Box 140, 
Automotive Daily News, 
Detroit. 


| Bantam Reports 


Steady Rise In 
New Dealerships 


Dec. 22, 
at the 
plant 
new dealer and distributor 


BUTLER, Pa.—Since 
production started 


rapidly, according to A. C. 
Olander, sales manager. 

In the past month, 17 new dis- 
tributors have joined the organi- 
zation and 112 new dealers have 
been appointed. Ninety-two per 
cent of the dealers who now 
handle the Bantam line of cars 
and delivery trucks, have been 
established in the automobile 
business for more than 10 years, 
Olander said. 


At present the Bantam plant is 
producing 100 cars per week with 
the quarter-ton panel trucks lead- 
ing. Present weekly production is 
30 panel trucks, 20 pick-up trucks, 
20 roadsters, 15 master coupes 
and 15 business coupes. The pro- 
duction rate is being stepped up 
as rapidly as possible to take 
care of the bank of approximately 
2,000 firm orders now on the com- 
pany’s books. By the first of 
February production is expected 


| to reach 250 cars a week. 


Wis. Assn. Sets 
District | Meetings 


MILWAUKEE. — January will 


| see the last of a series of district 


meetings being held throughout 
the state by Wisconsin Automo- 
tive Trades’ Assn., Inc., in co- 
operation with the state banking 
commission. 

A meeting is scheduled for Jan. 
10 at Hayward for automobile 
dealers of Douglas, Bayfield, Bur- 
nett, Washburn and Ashland 
counties; for Jan. 11 at Rhine- 
lander for Vilas, Iron, Price, 
Rusk, Florence, Forest, 
Langlade and Oneida county deal- 
ers, and tentatively Jan. 14 for 
Milwaukee county dealers at 
Milwaukee. 

Thirteen meetings have already 


| been held with all counties set- 


ting up their own associations 
and naming committees to co- 
operate with the banking com- 
mission in the administration of 
the automobile licensing law. 


Name Changed 

YORK, Pa. The 
Manley Products Corp. has been 
to the Remco Products 
same address. There has been 
in the management, nor 
President Robert 


name of the 


no change 
corporate structure, 
E. Manley reports. The change was 
to secure uniformity in the 
name of the company and the prod- 
ucts. The corporation manufactures 
Remco valves, motor drives and 
garage equipment. 
Chris Sincabaugh’ s sparkling 
“Sparks” column is read by the 
“wide-awake” in the industry. 


ENGINEER WANTED! 


One of the largest manu- 
facturers of buses has an 
exceptional opportunity for 
a thoroughly experienced 
bus chassis engineer, also 
with some experience on 
bus body engineering. The 
one qualifying will be given 
complete charge of En- 
gineering Department. In 
writing give complete de- 
tails as to qualifications, 
experience and salary ex- 
pected. All applications will 
be held in strictest con- 
fidence. All of our staff are 
aware of this advertise- 
ment. Address Box 141, 
Automotive Daily News, 527 
New Center Bldg., Detroit. 
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Sentiment For Jan. Show Gaining in ADN Poll 


o— 


Dealer Suggestions on Date 


Range from Aug. to March 


(Continued from Page 3) 


the dealer a chance to express 
himself on this important matter. 

“In our opinion, fall introduc- 
tions and shows are a big mis- 
take. It is doubtful whether the 
slight spurt in sales of the new 
models exceeds the normal sales | 
of the current models. We all; 
know by this time that used cars | 
cannot be sold in any quantity 
until spring. With January an- 
nouncements the used cars started 
to come in during February and 
March, or, just before the spring 
selling season. 

“With fall introductions the 
used cars had to be taken in ata 
higher price and then carrying 
the cars over winter adds an- 
other year to an already over- 
priced car. 

“January introductions enable 
the dealer to sell his new and 
used car stocks during late fall 
and get his house in order before 
the coming of the new models. 

“January shows keep interest 
at a high pitch up to and through 
the spring selling season, whereas 
the fall showings wear off in mid- 
winter.”—-F. J. Mayer, Mayer 
Motor Service, Hudson - Terra- 
plane, Greenville, Pa. 


Manhattan, Kan. 

“Your stories and comments on 
the most advantageous time on 
the calender to hold new model 
announcements have been very 
interesting. 

“It appears that northern deal- 
ers prefer waiting until the spring 
thaws and I can’t blame them. I 
believe the question should be 
considered and decided finally, 
however, on the basis of the best 
date for all of the dealers. 

“The weather is not the most 
important factor, in my opinion. 
The difficulty, or at least one of 
them, at the present, is that too 
little time elapses between the 
time a prospect is offered a cer- 
tain price for his car during that 
ear’s production year and the 
new car’s production year. August 
and September are good profit 
months and should not be con- 
sidered clean-up months. 

“The factories have pushed up 
the new models to where your 
best buyers from a profit stand- 
point are discussing new models 
during your best months. This 
situation is ridiculous. Too there 
isn’t enough lapse of time between 
the normal old model period and 
the normal new model period. In 
other words the new car buyer 


takes too big a rap on his new 
car purchase in too short a time. 

“A 60-day period would elimi- 
nate this. I favor chopping off 
production Oct. 1. Dealers would 
have from Oct. 1 to Dec. 1 to 
clean up on new cars in stock and 
clear out the accumulation of 
used junkers and otherwise be- 
fore winter weather sets in. 

“Hold the show the first week 
of December. The spurt of the 
new models would step up all 
business in December. We would 
sell a few cars again for Christ- 
mas. We would carry our used 
stock for less time. By that time 
the buyers would possibly forget 
the price offered for the old crate 
and that much of the great prob- 
lem of motor car merchandising 
might be solved.”—C. C. Brewer, 
Brewer Motor Co., Chevrolet, 
Manhattan, Kan. 


Florence, Ala. 


“T have been very much in- 
terested in your poll on matter 
of proper show date for new 
model cars. 

“Little attention has been called ; 
to the fact that the fall season! 
is harvest time for most all of the 
country, when money is being 
realized by farmers for’ the 
country’s crops, when debts are | 
being paid by them to merchants 
and creditors, and there is a lot; 
of money put into circulation, of 
which much is available for 
purchase of automobiles. 

“Throughout the nation, and 
especially here in the south, this 
one period should be the time 
of all times, when a dealer should 
have a free market and cash in 
on the easy money that is flow- 
ing into all departments of 
trade. Under present early fall 
opening dates, the dealer is con- 
fronted with: 

First, the matter of disposal 
of his old model cars to make 
room for the new ones—a sacri- 
fice sale—when it would and 
should be the time to get full 
prices. 

Second, the special effort to un- 
load prior model cars results in 
a heavy stock of used cars, which 
also have to be sold under high 
pressure conditions. 

“Then, right on top of this, 
comes the new models with fac- 
tory pressure to get them into 
circulation. 

“All this results in making the 
fall season one of unsatisfactory 
business conditions, a money- 


Pontiac Sales in 1937 Set 
New Record for Company 


PONTIAC.—Pontiac Motor di-, 


vision of General Motors Corp. | 
has finished 1937 with the largest | 
volume of sales since the intro-| 
duction of the first Pontiac 12) 
years ago, according to C. P. 
Simpson, general sales manager. 

Its share of the total business 
done by the automobile industry 
also was greater than ever be- 
fore, he pointed out. 

“Business at the present mo- 
ment is not a good reflector of 
what the whole year has been,” 
said Simpson. 

“During the 12 months ending 
Dec. 31, our dealers in the United 
States delivered 211,772 new Pon- 
tiac cars and 393,700 used cars. 
This compares with 178,931 new 
cars and 327,842 used cars sold in 
the calendar year of 1936. The 
largest previous year’s sales of 
new cars were 196,096 in 1928. 

“A comparison of sales through- 
out the world by model year in- 
stead of by calendar year is even 
more striking. Sales of 1937 model 





Pontiacs totaled 236,189 while in 
1936 they were 173,137. 


“In 1936 Pontiac registered 5.7 
per cent of the business nation- 
ally except that in the high price 
brackets. In 1937 our percentage 
kept increasing month by month 
with 8.12 per cent of the business 
in October and 8.24 per cent in 
November, giving us a national 
figure for the year 1937 of 7.05, 
which is the highest in Pontiac’s 
history. 

“Our more than 4,000 dealers 
ended the year with the best net 
profit in their history, in spite of 
the recession of the past two 
months. Their gain in net profits 
over the year 1936 was 49.3 per 
cent, Simpson asserted. 

“Our dealers recognize that 
there is a temporary lull in busi- 
ness. With the exception of last 
year this has always been true at 
this time of the year ever since I 
have been in the automobile busi- 
ness. But they are well fortified 
and will be ready for the upturn 
in sales which they feel sure will 
come in the spring.” 
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datos 


ICE CREAM 


EQUIPPED WITH A SPECIAL refrigerator body, this new Mack 
model EH truck has just been placed in service in New York. The 


body, 160 in. 
compartments. 


long, 70 in. wide and 47 in. high, is divided into three 
Increased capacity and virtual elimination of spoil- 


age is said to be afforded by the new design. 


should 
for 


when we 
conditions 


losing time, 
have favorable 
making money. 
“Then the end of the year is 
invoice and statement time, when 
every dealer wants to have his 
business in good order and to 
wind up the old year’s business 
with a clean up, and enable him 
to ‘put out a good clean financial 
statement,’ the same as most 
other businesses, to make a 
spread over the selling season 
and then clean up the year’s busi- 
ness, reduce stocks and collect 
for sales made, which is practi- 
cally the ticket of all business. 


“Bankers expect a business to 
clean house at least once a year, 


jand present conditions make this 


the hardest time to get our busi- 
ness in order. 

“Our own experience this last 
‘four months of the year is that 
we have lost money three months 
out of the four, a time when we 
should have had an opportunity 
to take advantage of the favor- 
able business conditions and 
have made a reasonable profit. 

“I feel sure that the same con- 
dition prevails throughout rural 
America, but do not apply with 
the same force to the large cities, 
where industrial activities pro- 
vide conditions for an all-the- 
year-round business. 

“Give us back the January 
opening, by all means.”—A. P. 
Campbell, Campbell Motors, Ford, 
Florence, Ala. 


Syracuse, N.Y. 

“With reference to your ballot 
regarding our opinions on the in- 
troduction of new models and the 
best time. to hold automobile 
shows, we cast our vote for either 
Aug. 1 or Jan. 1. 

“Aug. 1, because this is usually 
the beginning of a dull season 
and to hold shows then would 
have the tendency to stimulate 
sales. Jan. 1, because we believe 
it starts off the spring season, 
when most new cars are sold. 

“The drawbacks to these dates 
are: Jan. 1—The automobile in- 
dustry is likely to have labor 
troubles at this time which could 
not be corrected in time to obtain 
automobiles for the spring rush. 
The clean-up on previous models 
would occur during November 
and December, which are very 
poor months for new car sales 
in our northern climate. 

“Aug. 1 may be too close to the 
spring season, but an advantage 
to dealers is the fact that they 
could capitalize on the introduc- 
tion of new models then and per- 
haps could dispose of the used 
cars taken in before the dull 
winter season. 

“Our objection to the November 
show is that it is difficult at this 
time of the year to dispose of 
the large number of cars usually 
left over.”—C. S. Forsythe, For- 
sythe & Gale, Inc., Dodge-Plym- 
outh, Syracuse, N. Y. 


Greenfield, Mass. 
“With reference to your ques- 


tion as to when new cars should 
be announced we feel that the 


proper time is from Feb. 1 to 5.; 


Our opinion is based on 22 years 
of experience. 

“The purpose of the present 
earlier announcements was to 
level out the factory employment 
as well as to spread dealers’ sales 


into the winter periods when 
dealers’ sales were scarce. While 
we are not familiar with the fac- 
tory employment situation, we do 
know that it has failed to help 
the dealers, because of their in- 
ability to move used cars during 
the winter in sufficient quantities 


to make the new car business, 


profitable. 

“The early announcement af- 
fects new car sales as early as 
July, prior to the arrival of new 
models. I think it has contrib- 
uted more than anything else to 
our present used car situation. A 
late announcement will permit 
the dealers to clean house during 
the fall and winter, and while 
their operating statement would 
show more red figures, the bal- 
ance sheet and bank balance 
would _ reflect much sounder 
operation in the long run. 

“Here’s hoping the factories 
and dealers will see fit to change 
the announcement and show to 
Feb. 1 in 1939."—O. M. Vanier, 
Pres. Mohawk Chevrolet Co., 
Greenfield, Mass 


Bristol, Pa. 


“Introducing the new models 
in the fall, as at present, does 
stimulate new car sales. How- 
ever, introducing new models in 
spring would stimulate both new 
and used cars. If used car sales 
are stimulated the new model 
cars will practically sell them- 
selves."—Wm. A. Groff, Bucks 
County Sales & Service, Ford, 
Bristol, Pa. 


Used Car Prices et al 


“Wish to compliment 
your idea of showing used car 
advertised prices in your pink 
sheet. Certainly, all dealers are 
allowing too much for year-old 
and two-year-old cars. This cer- 
tainly may help to make all 
dealers realize it and become a 
more accurate guide to them than 
the used car books. 

“The letter you printed in the 
Dec. 25 issue about used car 
finance charges, and which was 
written to you by a Mr. Baker, 
certainly has a lot of meat in 
it. However, that is only one of 
the ills and the automobile busi- 
ness has many. 

“Every outsider has a ‘cure’ to 
offer for what particularly af- 
fects him. However, some smart 
man should get a medal for cur- 
ing all the following: Over-allow- 
ances, used car finance charges 
out of line with new, financing 
dealers’ used car stocks on floor 
plan (if a dealer does not have 
enough money to at least own his 
own used cars, he should not be 
in business jeopardizing the man 
who does have his own money 
invested), early new car an- 
nouncements, too many dealers 
handling the same car in a small 
area, lack of knowledge about 
merchandizing, too much knowl- 
edge of chiseling, lack of a real 
knowledge of basic values. 


“From the above you may 
gather that each dealer should 
mainly take stock of himself, 
and then after a careful diag- 
nosis, make an honest effort to 
take the right medicine. He 
might possibly find profits along 
with his sales records.”—Vernon 
S. Howland, Liberty Public Serv- 
ice Garage, Chevrolet-Olds, Lib- 
erty, N. Y. 


you on 


INADA Postpones 
Its 1938 Meeting 
To Feb. or March 


DETROIT. — Postponement of 
the annual meeting of the Na- 
tional Automobile Dealers’ Assn., 
originally scheduled for the week 
of Jan. 16, 1938, is announced by 
A. N. Benson, general manager. 


Benson stated the decision to 
postpone the annual meeting was 
made by the executive committee 
in view of the many important 
changes in the offing, and in view 
of the fact that many of the ac- 
tivities in which the association 
is now engaging cannot be culmi- 
nated in less than 60 or 90 days. 

These activities center around 
congressional investigation of 
manufacturer-dealer relations, and 
the proposed fair trade confer- 
ence for the adoption of rules to 
govern the industry. These rules 
are now being considered. 


It is anticipated that the an- 
nual meeting will be held either 
in wenruary or March. 


Sadson Overenée 
Shipments Rise 


70% Over 1936 


DETROIT. — Export shipments 
of Hudson cars are _ running 
higher than in several years, ac- 
cording to William R. Tracy, vice- 
president in charge of sales of 
the Hudson Motor Car Co. 

“Up to the middle of December, 
shipments of 1938 cars abroad for 
the current season, which began 
about Oct. 1, are over 70 per cent 
higher than through the corre- 
sponding period last year,” Tracy 
said. 

One of the largest single ship- 
ments sailed recently to the 
Union of South Africa when the 
Steamship Hopecrest set off across 
the Atlantic with 425 Hudsons in 
her hold. The largest share of these 
cars was destined for Johannes- 
burg, which will receive 168. 


American Bantam 


Names 2 Officers 


Pa.—-The American 
Co. announces the 
of Victor J. Henry 
as service man- 
ager, with head- 
quarters at the 
home office. 
Henry has 
been identified 
with automotive 


BUTLER, 
Bantam Car 
appointment 


il 


V. J. Henry 


factory sales and 

service divisions ® 

for the past 18 | 

years. He was 

affiliated with 

the’ Ohio Buick 

Motor Co., the 

Hupp Motor Co., 

and the Chandler Motor Car Co., 
specializing in service and parts 
work. 

Gerald S. Martin has been 
named purchasing agent of the 
American Bantam Car Co. He 
has been in the automotive field 
for the past 23 years. He was 
identified with the Goodyear Tire 
& Rubber Co. and the Willys- 
Overland Co. 


Rate Stade: 


NEW YORK.—The operating rate 
of steel companies having 98 per 
cent of the steel capacity of the in- 
dustry will be 19.2 per cent of ca- 


pacity for the week beginning Dec. 
27, 





Holiday- -Curtailed Output Drops to 44,839 Units 


Year’s Total i. 
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is Estimated|_ 


At 4,990,627, Just Under Goal 


(Continued from Page 1) 


1937 total is set by ADN at 4,990,- 
627 units, or less than 10,000 
under the 5,000,000 goal. 


ADN’s estimate for 1937 com- 
pares with 4,975,000 made by 
Automobile Manufacturers Assn. 
this week, which included 4,050,- 
000 passenger cars and 925,000 
trucks. 

It is possible that the final U. S. 
figures, which will be released 
next month, may show the year’s 
total to be 5,000,000 or slightly 
over, since ADN’s estimates are 
considered conservative. Regard- 


Thos. S. Merrill, 
Secretary of GM, 
Dies in Detroit 


DETROIT .—Burial services 
were held here Tuesday for 
Thomas S. Merrill, secretary of 
General Motors Corp. since its 
formation 21 years ago. Mr. 
Merrill, who was 59, died last 
Saturday after a short illness. 

Mr. Merrill, a native of Wash- 
ington, D. C., and a law gradu- 
ate of George Washington uni- 
versity, joined the GM company 
in New York in 1909. He was 
made assistant secretary and 
treasurer of the company in 1910 
and was transferred to Detroit 
the following year. When the 
corporation was formed in 1916, 
Mr. Merrill was elected secretary. 

Prior to his connection with 
GM, Mr. Merrill spent eight years 
as disbursing and appointment 
clerk of the census bureau. Dur- 
ing this period he was admitted 
to the bar of the U. S. supreme 
court. In Detroit he was active in 
civic affairs and was a past presi- 
dent and director of the board of 
commerce. 


Service Drive 
Combats Slump 


CHEYENNE, Wyo.—Cheever 
Motors (Graham) has successfully 
coped with a slump in new and 
used car sales volume in De- 
cember by staging an intensive 
service and repair department 
campaign, using a 50-cent grease 
job as a leader. 

The service campaign includes 
a free estimate on straightening 
out and refinishing damaged 
bodies and fenders. New equip- 
ment being used by the company 
to facilitate repair and service 
work, as well as to add “sales 
appeal” to the department in- 
cludes a Sun motor tester, Kwik 
Way boring bar, Alemite grease 
guns, Binks paint equipment, 
Champion spark plug tester and 
General garage equipment. 


Coming Events 


JANUARY 


10-14—Detroit. Society of Automotive Engineers 
Annual Meeting. 
16—Detroit. Automobile Dealers Assn. An- 
nual Meeting. 
17-21—Cileveland. American Road  Builderr 
Assn. Conclave. 
17-28—Loulsville. Automobile Show. 


MARCH 


SAE National Aeronautic 


10-11—Washington. 
Meeting. 

15-18—Pittsburgh. Tri-State Automotive In- 
dustries Show. 

28-30—Detroit. SAE 
Meeting. 


National Passenger Car 


APRIL 


National Petroleum Assn. 


13-15—Cleveland. 
Meeting. 
20-22—-Dalias. American Chemical Society. 


JUNE 


12-17—White Sulphur Springs, 
Summer Meeting. 


W. Va. SAE 


less of this eventuality, however, 
1937 will take its place as the sec- 
ond-ranking production year in 
the automotive industry’s history, 
being outranked only by 1929's 
5,621,715 units. Last year saw 4,- 
454,535 cars and trucks produced. 

Ford, which is on a 4%-day 
basis this week, will top the cur- 
rent week’s output with 20,450 
units, according to ADN figures. 
This includes around 20,000 for 
the Ford division and 450 for the 
Lincoln unit. 

General Motors’ group total will 
be 16,252 the current week, ac- 
cording to ADN estimates, with 
Chevrolet’s 15,000 in three days 
heading the group. Cadillac-La- 
Salle, the only other GM unit 
working in its main plant, figures 
on 450 jobs, while Buick and Pon- 
tiac plan on 502 and 300, respec- 
tively, in their Los Angeles and 
Linden (N. J.) plants. 

All Chrysler divisions are shut 
down for the holiday week, but 
are expected to resume shortly 
after the first of the year. 

Studebaker, with 1,627 cars and 
trucks scheduled for this week, 
heads the independent’ group. 
Hudson, on three days, expects 
900, according to ADN, while 
Willys expects 600; Nash should 
get about 550, Graham around 
420 and Hupmobile 40. The mis- 
cellaneous group should account 
for roughly 4,000 units, ADN 
believes. 


New Jersey, Pa. Sign 
Reciprocal Tax Pact 


TRENTON, N. J.— Pennsyl- 
vania has granted reciprocal li- 
censing privileges which should 
“result in the saving of thousands 
of dollars annually to New Jersey 
motorists,” according to announce- 
ment here by Arthur W. Magee, 
New Jersey motor vehicle com- 
missioner. 

Magee stated that in the future 
it would not be necessary for 
residents of New Jersey, or other 
states granting reciprocity, to ob- 
tain Pennsylvania plates. Here- 
tofore, driving privileges for cer- 
tain types of vehicles were limited 
to 30 days to out-of-state residents. 


ADN’s weekly estimates of car and 
truck production, appearing in the 
Wednesday 
than 98 per cent correct compared 
with actual U. S. figures for 1936 
and the first half of 1937. 


Figures supplied by R. L. 


Total, 39 States 
for November 


Alabama 
Colorado 
Kentucky 
Maine  —— 
Mississippi 
Nebraska 


Tennessee 


Total, 48 Riatee: 

for November 

*Total to Date 
°36| 


“pink sheet,” were more | 


ADN Production Reihniuiie 
Weeks Ended Dec. 31, Dec. 25 


Week Same Week Dec. 
Ending Week Ended Total 
Dec, 31 1936* Dec. 25* 1937* 


16,252 29,250 25,431 118,782 214,294 


GEN. MOTORS .. 


+Chevrolet 16,250 15, 


3,700 2, 
3,700 
4,500 
1,100 
20,000 
20,000 
§ 
8 
16,860 
8,300 
5,400 
1,360 
1,300 
2,200 1 
2,950 
188 
1,450 
1,450 
300 


5,625 


Oldsmobile 
Cad.-LaSalle 


Lin.-Zephyr 


1 


+Studebaker 
Nash 

+Willys 
Graham 
Hupmobile 
+Miscellaneous 5, 


44,839 80,273 65, 


4, 
2, 


20, 
20, 


10, 
8, 


,800 


»700 


Dec. 
Total 
1936* 


Total Total 
1937* 1936* 
1,856,138 1,859,806 
1,123,865 1,285,338 

242,864 177,558 
231,439 180,237 
213,290 188,720 
44,680 27,953 
1,149,925 1,132,050 
1,118,250 1,132,050 
30,335 § 
1,340 § 
1,124,540 945,418 
563,600 489,275 
351,550 336,915 
111,250 63,877 
91,140 55,351 
105,553 87,752 
102,362 127,726 
91,317 90,078 
85,062 63,348 
79,928 24,894 
17,314 24,171 
1,456 
377,032 


000 
773 
196 
962 
500 
450 
000 
425 

25 
500 
000 


77,200 128,253 
10,619 24,861 
17,635 30,000 
10,978 25,180 
2,350 6,000 
98,513 129,000 
96,300 129,000 
2,055 8 
158 § 
54,850 98,045 
26,000 49,350 
17,200 33,675 
6,950 7,970 
4,700 7,050 
6,440 12,000 
4,620 16,292 
4,280 8,119 
3,704 9,220 
2,609 5,155 
2,328 1,975 
130 
26,200 


700 


850 
299 
615 
£ 
489 
60 


000 261,614 


384 322,456 518,958 4,990,627 4,616,857 


*Revised. tIncludes Trucks. §Not Available. {Closed for Inventory. 


1937 is Best Year for Rubber 
Since ’29, Robertson Says 


AKRON. 
substantially the same as in 1936, 
an 
rubber products caused sales vol- 
ume in the rubber industry to be 
the best in 1937 for any year since 
1929, according to S. B. Robertson, 
president, B. F. Goodrich Co. 

An important development dur- 
ing the year was the erection of 
new plants in various parts of the 
country to meet new requirements 
placed upon rubber manufactur- 
ers by their principal customers, 
Robertson said. 

“Establishment of automobile 
assembly plants in many sections 
of the country has made it neces- 
sary for the rubber industry to 
parallel this decentralization 
order to serve the motor industry 
more efficiently,” he declared. 


“Improvement 
ing and shipping facilities, to- 
gether with expansion of its re- 
search efforts, finds the rubber 
industry in position today to take 
advantage of any upswing in busi- 
ness in 1938. 


“Preliminary estimates indicate | 


that shipments of pneumatic cas- 


-With tire shipments, 


increased demand for other | 


in | 


of manufactur- | 


ings in 1937 approximated 53,500,- 
| 000 units compared with 54,022,000 
in 1936. However, it is probably 
true that consumer purchases of 
tires increased during 1937 and 
that the dealer stocks were re- 
duced sufficiently to offset the de- 
cline in tire manufacturers’ ship- 
ments. Given improved business 
conditions generally next year, the 
replacement business should show 
an increase. 

“An increasingly important 
market for new tire sales in the 
years ahead would appear to be 
on the farm. Rubber is rapidly re- 
placing the all steel wheels on 
farm vehicles which number at 
least 10,000,000 units including 1,- 
300,000 tractors. 


“Thanks to its continued efforts 
to get its own house in order, with 
any improvement in general busi- 
| ness conditions in 1938, the rub- 

ber industry will be in an excel- 
lent position to do its part towards 
| the establishment of genuine pros- 
perity.” 

Latest available registration figures 
appear twice weekly in Automotive 
Daily News. 





Couch thos 
To Head Atlanta 


Dealers Group 


ATLANTA.—George M. Couch 
has been elected president of the 
Atlanta Automobile Assn., suc- 
ceeding Walter Y. Anthony. 

Other cfficials elected are Hal 
Smith, first vice-president; Fred 
E. Smith, second vice-president; 
John S. Florence, honorary secre- 
tary-treasurer, and Frank Gra- 
ham, A. O. Mitchell, R. J. Alex- 
ander and Mark C. Pope, di- 
rectors. 

Retiring president Anthony was 
presented with a silver service 
from the automobile men and a 
desk clock and lighter from the 
allied linesmen in appreciation 
for his work. More than 200 
members of the association at- 
tended the meeting and banquet 
which followed. 


Kaley Is Named 
Ethyl Sales Chief 


NEW YORK.— Harry W. Kaley 
has been appointed general sales 
manager of the Ethyl Gasoline 
Corp., it is announced by Earle 
W. Webb, president of the cor- 
poration. 


Kaley has been connected with 
the Ethyl for 11 years, serving as 
advertising manager and assistant 
sales manager. 


U. S. Intervenes in S. C. 


Truck Weight Law Case 


WASHINGTON.—The U. S. de- 
partment of justice will intervene 
in the South Carolina weight law 
case, it was learned this week. 
The issues involved in this case 
will be argued before the supreme 
court of the United States early 
in January. 

A three-judge federal court, 
last January, held the South 
Carolina 20,000-pound weight law 
for trucks illegal because it im- 
posed an unreasonable burden on 
interstate commerce. Appeal was 
taken from the decision by the 
state. 


Lied Improving 
DETROIT.—E. M. Lied, president 
of the National Automobile Dealers’ 
Assn., is confined to Henry Ford 
hospital, where he recently under- 
went a very serious operation. He is 

reported as greatly improved. 


NEW PASSENGER CAR REGISTRATIONS 


Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., 


CHRYSLER GROUP 


4593| 12825| 22881| 46209 
3163} 16042) 36788! 60232 
39 171; 313; 547 
26) 243) 489 784 
54 125 201! 451 
54] 168] 386| 668 
44, 193) 339 666 
25 228 527 


24, «#«66~=«1:15) 
15 18} 95} 


24 


71 
60| 
90 


 21| 226 


836] 


255 | 


FORD GROUP GEN 


6372! 569 
14369| 874 
116) 3 
123) 6) 
156 1 
189 


| 1 
|} 2 
| 258) 
| 778 
| 161) 
| 360) 


| 1262) 14123 

| 1476] 23531 
8| 266 
29} 807 
10). 171] 


12) 372 


2861 
2055 


and Metropolitan New York area which are comptied by Sherlock & Arnold 


ERAL MOTORS GROUP 


87459 
81074 
1216 
2353 

899 
1173 


| 48069) 
| 49646] 1247) 
917) 10 
1979! 17| 
560) 
788| 


1728| 9300| 11421 
823) 11115 
84| 86 
65 165 
103 66 
62| 116) 


6 
E 
a: 
- 
° 
93) 
3 








| 218 
441) 
| 63 
100) 


225] 
458 | 130! 
74 115 
109 "5 


163 


1311 
1295 
499 
412 


89-121) 
49| 121 
48| 75) 
20} 74| 


916) 
979) 
251 


225) 





127| 
20 19 35 99| 173 
5 ~ 73) 197 
63 33 90 237 
4.3! 20) 128! 371) 
69 56 153 345) 
18 38 263 628) 
320 203 659| 1542 
221] 104! 643] 


2051) 
10 14 28 53 105 
10! 8! 4.6) 156 


92 
6598] 5079| 14345) 26125) 52147 
4723) 3464) 17929) 41656) 2 


423 
562 
623 


977 


2724 
3019 


51101| 39388|224210/451858 


283] 


I 143) 
307!) 


152] 63 
313] 44) 


742 
544 


579) 
443) 


33] 57| 
12! 44| 





166 | 115 
340 | 105 
208 | 145 
511] 120 


| 153 
| 326] 
| 193 


488 23 


990 
i 966 
1228 
1658 


55. 77 
_41{ 78 

86 118) 

85| 132 


734| 
734) 
861) 
1289| 





| 949 67 
| 2109) 64) 
| 72) 2) 
| 96| 5| 101] 29 
| 15071! 1404! 16475] 18056 
| 27060] 1655| 287151 15808) 


1016 | 751) 
2173 | 624 
741 60 


611! 
952 


5985 
6856 
237 
192 
100566 

96523 


532) 532| 
299; 581 
19! 14| 

6 14| 
10349) 12567/| 
4460] 12390] 


4065| 

5283! 

143) 
143! 
57095] 1888) 
| 61509! 1404) 


°37| 85785! 70238|/243571 jeseees) 837609 | 734083/23184| 7572671 189257| 10554!718918|27278|178125|201871|1326003 
'766557 | 684566 13460|698026] 138815|10365/848124|10924/158632|151962|1318822 





Special to Automotive Daily News 

SAN FRANCISCO.—With used 
car sales receipts here in Novem- 
ber up 10 per cent over the same 
month last year and more than 
4 per cent over October, total 
sales receipts for the year are 
expected to set a new all-time 
high. Total value of sales during 
the 11-month period of this year 
is $7,237,501, against $7,082,891 
during the corresponding period 


Used Car Sales 
LaginN. J. After 
Christmas Spurt 


Special to Automotive Daily News 

NEWARK, N. J.—Despite a 
brief pre-Christmas spurt in used 
car sales, swollen used car inven- 
tories still remain as the major 
obstacle in the path of a return 
to normal new car sales in this 
area, it is reported here. Until 
they can get rid of the used cars, 
dealers are not in a position to 
offer sufficiently attractive trade- 
in allowances to prospective new 
car buyers. 

William L. Mallon of the New 
Jersey Automotive Trade Assn. 
told Automotive Daily News there 
was a pickup in used car business 
during the five or six days im- 
mediately preceding Christmas, 
but that this week the situation 
had returned to its former status. 
The holiday sales, he said, were 
not sufficient to appreciably re- 
duce the troublesome used car in- 
ventories of most dealers. He 
added that only in isolated cases 
have used car inventories been 
cut to a desirable level and then 
only through super-human sales 
effort or reduced prices. 


While industrial employment in 
this area has shown no startling 
decrease, the trend is reported to 
have been steadily downward in 
recent months. This, it is  be- 
lieved, causes potential used car 
buyers to be leary of spending. 


Whoopee Trains 


BOSTON.—A _ special “whoopee” 
train service for revelling motorists 
New Year’s Eve, to save them from 
traveling the highways in a danger- 
ous condition is scheduled to be run 
by the Boston & Maine Railroad to 
25 cities and towns in Massachusetts 
and New Hampshire over the New 
Year week-end. 
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San Francisco Used Car Sales May Set New Mark 


November Receipts Up 10% 
Over Nov. ’36, 4% Over Oct. 


in 1936, 
Car Dealers’ 
Francisco. 

Sales totaling $552,739 in De- 
cember last year brought the 1936 
total to a record high of $7,635,- 
630. Sales of only $425,000 during 
December this year therefore will 
establish a new mark. Sales dur- 
ing 1929 totaled $7,096,659, while 
sales in 1933 dropped to $2,951,385, 
the decade’s lowest point. 


Unit sales may also top last 
year’s all-time mark of 26,596 
units. During the first 11 months 
of 1937, the unit sales total was 
24,787, against 24,733 during the 
same period in 1936. December 
sales of 1,863 brought the 1936 
final total up to 26,596. 


Unit sales were up from 1,763 in 
November last year to 1,955 this 
year. Unit sales in October hit 
1,974, while unit sales in October, 
1936, reached 2,163. 


November inventories this year 
were considerably under the same 
month last year, the association 
reporting 2,464 units, valued at 
$994,793, on hand at the end of 
the month, against 2,875 units, 
valued at $1,072,764, last No- 
vember. 


October inventories totaled 
2,496, slightly above November's 
mark, but were valued at $977,408, 
giving an average value of $391 
against $403 in November. 


Percentage of loss on sales price 
dropped from 36.71 per cent in 
October to 33.88 per cent in No- 
vember. The 34 dealer members 
reporting figures to the associa- 
tion junked 133 cars in November, 
as compared with 106 during 
October. 


according to the Motor 
Assn. of San 


Car Death Seow 
Is 9,199 to 8,576 


WASHINGTON.—Deaths caused 
by motor vehicles in 124 major 
cities during the past week to- 
taled 198, or 50 less than in the 
corresponding week of last year, 
according to the bureau of the 
census. 

Fatal accidents in the 124 cities 
during the first 50 weeks of 1937 
totaled 9,199, compared with 8,576 
for 1936, an increase of 7 per cent. 


Latest available registration figures 
appear twice weekly in Automotive 
Daily News. 


ee 





Passenger Car Registrations 
**Ten Months, plus 48 States for November, 1937-1936 


Nov. 
Pos. 


Nov. 
(48 States) 
15,071 
57,095 
26,125 
14,345 
12,567 | 
18,056 
ee 
5,588 | § 
6 598 
1,267 
5,079 | 
3,248 
4,030 
2,453 


MAKE 


Chevrolet 
Plymouth 
Dodge 
Pontiac 
Buick 
Oldsmobile 
Packard 
Chrysler 
Hudson 

De Soto 
Nash 
Studebaker 
Willys 
Cad.-LaSalle 
Lincoln 
Graham 
Auburn-Cord 
Pierce-Arrow .... 
Miscellaneous 


C2 D> Or DO ee 
oe ae ee a ee 


~ 


$190,185 


**Wisconsin for July, Aug., 
¥Includes 120 Hupmobiles. 
fIncludes 291 Hupmobiles. 


Sept., 


+3, 


Unit 
Gain 
49,517 
129,206* 
13,843* 
19,361 
49,909 
50,442 
19,493 
29,097 
34,684 
3,463* 
30,850 
28,947 
5,243 
37,927 
16,543 
9,724 
1,784* 
1,603* 


1936 
Pos. 


1937 
1937 Pos. 
734,083 | 1| 
718,918 | 2| 
438,015 3/ 
243,571 
201,871 
189,257 
178,125 
90,154 
85,785 | 9| 
85,570 
70,238 
66,574 | 
66,283 
49,223 
37,832 |1! 
23,184 |16| 
13,157 
1,280 
161 {1 
1,326 | 
294,898 | 


1936 
684,566 
848,124 
451,858 
224,210 | | 
151,962 | 
138,815 
158,632 | ! 
61,057 | 9] 
51,101 |11 
89,033 | 8] 
39,388 |12 
37,627 |13] 
61,040 |10 

11,296 |17 
21,289 |14 

13,460 |16] 

14,941 |15] 

2,883 |18 

741 |19 580* 

9,299 | 7,978° 

| 3,071,322 | 223,576 








Oct., 1937 estimated. 


Reciprocal Pacts Viewed 
Aid to International Trade 


DETROIT.—A widespread in- 
terest prevails among European 
business men in the possibilities 
for improving international trade 
by reciprocal trade agreements 
says E. C. Morse, president of 
Chrysler Corp. export division, 
who has just returned from a six 
months’ visit to Europe. 

This was one of the strongest 
impressions secured from ex- 
tended trips through the Scandi- 
navian countries, and Belgium, 
France, and Switzerland, where 
Morse talked with many business 
men representing a fair cross- 
section of these countries, and 
studied business conditions par- 
ticularly as affecting the motor 
car industry. 

“Business in every country I 
visited is moving forward opti- 
mistically,” states Morse, “and 
general business conditions are 
excellent. There is good reason 
to look forward to continued suc- 
cessful motor car sales in Europe 
which takes many thousand 
American cars yearly. 

“The international trade poli- 
cies advocated by Secretary Hull 
are in accord with the thoughts 
of many business men in 
European countries who actively 
favor the further development 


48 STATES FOR NOVEMBER, 1937-1936 


Complete cumulative figures appear each week unt.) all 48 states are shown. States here shown complete the list, with exception of Wisconsin. 


STATES 


Total, 39 States 
for November | 


37 | 
36 | 


HUDSON GR AUBURN 


OUP 


Hudson 
Totals 


3057, 
4516) 


_ os 


37| 


GROUP 


519 


130 985 


and extension of similar agree- 
ments between their own and 
other countries. 


“Our present car business with 
Europe is good, and, barring un- 
foreseen developments, the im- 
mediate as well as the long range 
prospect can be viewed with dis- 
tinct optimism.” 

Jersey Warns Drivers 
of Coming Inspections 

NEWARK (UTPS).—Arthur W. 
Magee, New Jersey motor vehicle 
commissioner, has issued a warn- 
ing that many automobile and 
truck windshields in their present 
condition would not pass after the 


compulsory automobile examina- 
tions start after the first of 1938. 


“Windshields that are broken 
or cracked so as to be hazardous 
or discolored so as to impair 
vision will not be approved,” he 
said. Cloudy or otherwise dam- 
aged mirrors will not be approved, 
and approved reflectors are re- 
quired on all passenger cars 
manufactured after a 1, 1937. 


ADN’s editorials present an au- 
thentic interpretation of news vital 
to the industry. 


*Wisconsin estimated for July, August, Sep- 


tember and October, 1937. 


NON-AFFILIATED GROUP 


166682 
186922 





Alabama 37 
"36 
"37 
"36 


Colorado 


74 
136) 
60) 
88 


49) 


5 
3| 
10 
11| 


| 4 


2235 
4206 
1731 
2508 








°37 
36 
°37 
36 
°37 
36 | 
37 
36 


Kentucky 
Maine 
Mississippi 


Nebraska 


47 
39| 
25) 
31| 
14) 
14 
25 
41) 


14 


34 


10! 51 


5 
11} 


2383 
2792 





3 
2| 





"37 | 
36 | 
37 | 
36 | 


Tennessee 


Texas 


34 
62| 
228 
318 


47 
76 
301] 
390] 


13) 
14) 
73) 


79) 





37 | 
36 | 
37 

36 | 


Wyoming 


Total, 48 States 
for November 


3) 
12 
3567 


5257| 


3) 
3} 


6| | 
15] | 
1267| 4834] 1| 
1421| 6678] 83] 


40) 
51 


| 
| 
~~ 
1 
| 
L 
41 
134 


120| 3248) 


561 
| 2959) 


1040) 67 





37 | 
36 | 


*Total to Date 


71081) 
70153} 


14489| 85570] 146| 
18880| 89033] 1796| 


1134 
1087| 


291| 66574 
| 37627 


1280 
2883 


13157 
14941| 





5588| 


90154 
61057 


917 
694 
1106 

1188 
1716 
2043 
| 2290 
843} 
10672 
13140 
453 
486 


190185 
217610 


3294898 
3071322 





11 


2453 
54) 5502| 554 


161|66283|49223 
741/61040/11296| 


117 
908 


1326 | 
9299 | 


71 











Graham’s Field 
Men Will Vie 
For 25 Awards 


DETROIT. — Santa Claus will 
pay a delayed visit to Graham 
distributors’ wholesale men, fac- 
tory district managers and one 
of the four divisional sales man- 
agers, in accordance with special 
arrangements made by F. R. 
Valpey, general sales manager, 
and Storrs J. Case, advertising 
and sales promotion manager. 


On Jan. 31 gold watches, suit- 
ably engraved with their achieve- 
ment record, will be awarded 25 
winners in a campaign which 
aims at installing distributors 
and dealers in open points. 


From a list of nearly 1,000 
dealers who have written, wired 
or phoned the factory asking for 
information regarding the Gra- 
ham franchise, a “live” prospect 
list is provided for each field man. 


The contest is divided into four 
geographical divisions, corre- 
sponding to the territories pre- 
sided over by divisional sales 
managers. In each of these sec- 
tions the wholesale men of the 
various distributors will be in 
competition with each other, as 
will the district managers of the 
factory. And to the divisional 
sales manager, whose territory 
turns in the best point score, will 
also go a watch. 


The contest started Dec. 27 and 
will close Jan. 31, with points be- 
ing awarded according to town 
populations, for each new dealer 
and distributor contract signed 
during that period. 


Allis-Chalmers Plans 


WEST ALLIS, Wis.—The expan- 
sion program of Allis-Chalmers Mfg. 
Co. announced several months ago 
will be carried to completion in 1938 
and 1939, according to Gen. Otto 
H. Falk, chairman of the board of 
directors, at an estimated total ex- 
penditure of $3,500,000. The company 
has also announced production of the 
lowest priced tractor ever produced 
in America to sell for $495, with 
work on the new model expected to 
get under way about Feb. 1 


G2153A 


RACING CAR 
ENGINES 


RELY ON NICKEL IRON BLOCKS 


Indianapolis racing cars have to 
be built right and made from the 
best materials that money can 
buy. Yet it may not be generally 
known that racing car engines for 
years have used cylinder blocks 
made from high grade Nickel al- 
loy cast iron. Fred Offenhauser, 
president of the Offenhauser En- 
gineering Company, states that 90 
per cent of the cars winning the 
Indianapolis Race and other im- 
portant contests, over a period of 
years, have been equipped with 
blocks of this type. For many 
years, Offenhauser has specialized 
in the building of racing car en- 
gines and in all that time their 
“custom-built” machines have re- 
lied upon the unfailing perform- 
ance of Nickel cast iron. Nickel 
alloy steels also are extensively 
used in these engines for timing 
gears, supercharger gears, cam- 
shafts, and highly 
stressed studs 
and fastenings. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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Motors Favorable 
Despite Sales To 
Build “Tax Losses’ 


By C. J. ALEXANDER 
Wall St. Correspondent, ADN 
NEW YORK.—Year-end state- 
ments of economists and business 
executives generally are cautious 
when discussing the outlook. Al- 
though there is wide agreement 
that business will turn upward in 
1938 if the government maintains 
a conciliatory attitude toward in- 
dustry, there is divergence of 
opinion as to when the reversal 
in trend will take place. 


Few expect any real improve- 
ment prior to spring and the con- 
sensus appears to be that the 
turn will not come until fall. 
There are some, however, who see 
in the stocking of retail dealers 
with automobiles for the spring 
selling season the incentive that 
will bring a filip in business be- 
fore the end of the first quarter. 


Another factor in the spring 
business is expected to be orders 
from the automobile industry for 
tools, dies and other equipment 
for the manufacture of new mod- 
els in the fall. There is almost 
unanimous opinion that the auto- 
mobile industry is due for a good 
year over the period covered by 
the 1939 models, production of 
which should get under way late 
in the third or early in the fourth 
quarter. 

The statement issued by Presi- 
dent Knudsen of General Motors 
on Tuesday with reference to the 
Jan. 1 layoff of men and outlook 
for production was a temporarily 
disturbing market factor. The 
immediate response was a decline 
of about a point in GM stock but 
the inference that the company 


Motor F inancing 


‘In November Up 
42.9% in Canada 


MONTREAL. — Motor vehicle 
sales financed in Canada during 
November totaled 9,945 compared 
with 6,960 for November, 1936, a 
gain of 42.9 per cent. Correspond- 
ing financed values were $4,390,- 
340 for November, 1937, and $2,- 
769,329 for November, 1936, or a 
gain of 58.5 per cent, the do- 
minion bureau of statistics re- 
ports. 

Cumulative totals indicated a 
29.5 per cent advance in number 
and a 38.4 per cent gain in amount 
compared with last year. During 
the 11-month period to Nov. 30, 
sales of 167,402 vehicles were fi- 
nanced for $71,104,776, against 
129,248 vehicles at $51,392,052 in 
like period 1936. 

Passenger cars financed during 
the month of November numbered 
3,066 at $2,350,778, an advance of 
52.5 per cent in number and 61.1 
per cent in value compared with 
last November when 2,015 vehicles 
were financed for $1,459,643. 


Canadian Dunlop Plans 
Stock Recapitalization 

MONTREAL.—A special meet- 
ing of shareholders of Dunlop 
Tire & Rubber Goods Co., Ltd., 
will be held Jan. 31 in Toronto to 
consider a plan of recapitalization 
whereby arrears on _ preferred 
stock will be liquidated, par value 
of common stock reduced and new 
capital created. 

The proposal involves conver- 
sion of existing 5,661 7 per cent 
cumulative preference shares of 
$100 par value into 22,644 5 per 
cent accumulative redeemable 
first preferred shares of $25 each. 
An additional 10,303 shares of 
new 5 per cent stock will be cre- 
ated and issued and consideration 
for such issue will be furnished 
by reducing par value of existing 
94,000 common shares from $100 
to $70 each. 
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might not be in the market for 
steel in the near future brought 
heavy selling into stock of that 
industry. 

The most important market 
factor of the week, however, was 
the speech by Assistant Attorney 
General Jackson on monopolies. 
Wall Street was inclined to see 
in his address warning that the 
administration is determined to 
“rule or ruin” business in this 
country. 

In view of the news of the week 
and the fact that there must have 
been considerable selling of stocks 
to establish losses for tax pur- 
poses, the action of automotive 
shares was not entirely un- 
favorable. 

The ADWN stock price averages 
for Dec. 29 compared as follows 
with those of a week earlier and 
a year ago: 

Year 
Ago 

47.00 
48.76 
40.53 
36.08 
fol- 


Last This 

Week Week Change 
24 Motors 74 20.12 —2.62 
10 Car-Truck Co's ) 21.29 - 
10 Parts Access. ....21.39 18.41 
4 Tire-Rubbers ....20.58 17.22 

One commentator writes as 
lows on the motors: 

“The poor action of the auto- 
mobile shares is, of course, at- 
tracting a great deal of attention. 
Business has slackened consider- 
ably in this all-important industry 
and some followers of the group 
are talking as though the motors 
have permanently lost their abil- 
ity to rally. 

“Until the latest slump, auto- 
mobile manufacturers were en- 
joying an excellent year and are 
therefore in a position to stand 
many months of poor business. 
If precedent is followed, it will be 
found that a quick and substan- 
tial revival will develop when 
least expected.” 


2.50 
—2.98 
3.36 


Ark. Reports Fuel Tax 


Collection of $9,872,000 


LITTLE ROCK, Ark.—Gasoline 
tax collections for the past year, 
as of Dec. 23, amounted to $9,- 
872,745, and an additional $50,000 
is expected, according to officials 
of the department of revenue. 

Automobile license fees  in- 
creased from $2,694,795 last year 
to $3,057,471 in 1937, it was stated. 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





New York, Thursday, Dec. 30 (3:05 p.m.)—The recovery in 
shares of automotive companies which got under way 
yesterday continued today, although the volume of buy- 
ing was smaller. Gains held to the close were fractional 
for the most part, with the rise probably held back by 
year-end selling to establish tax losses. 


No Serious Slump Likely, 


Business Survey Reports 


of the year may not compare so 


NEW YORK.—Although general 


business is expected to remain 
slow for several months, there is 
little evidence that a serious de- 
pression is in the offing, accord- 
ing to the results of survey re- 
ported this week by the American 
Management Assn. 

The survey indicated that busi- 
ness activity during 1938 will 
closely approximate activity dur- 
ing 1937, although the first part 


Traffic Mileage Marks 
Set by Airline in °37 

CLEVELAND.—Declaring that 
American Airlines, Inc., was pre- 
paring for a 400,000-passenger 
year in 1938, C. R. Smith, presi- 
dent, revealed that the airline this 
year will probably pass the 300,- 
000-mark for the first time in the 
history of any air transport com- 
pany. 

Passengers carried during the 
first 11 months of 1937 totaled 
283,485, Smith said, as compared 
with 255,324 transported during 
all of 1936. Gain in passenger 
miles was even more impressive, 
with 106,349,229 passenger miles 
being recorded in the first 10 
months, against 100,637,461 in all 
of last year. 


favorably with its counterpart 
this year. Wholesale prices are 
expected to strike an index figure 
of about 80, as compared with 86 
in 1937. 

Chief points of the survey follow: 


“Sales in 1938 may fail to equal 
those of 1937, but the last half of 
the year should make better com- 
parison than the first; dollar 
volume may not exceed ’37, but 
unit volume may do fairly well.” 

“Upward progress and under- 
lying strength have developed in 
the stock market, with business 
giving further indications that a 
basis for renewed upturn is being 
formed; the dominant market 
trend is becoming one of re- 
covery.” 

“It seems probable that the 
bottom of the present slump in 
industrial production will be 
reached in the first half of next 
year, but the recovery from that 
point will be much slower than 
the descent to it has been.” 

“Employment totals for 1938 
may average close to 1937 levels 
or may even drop slightly lower; 
prime consideration, however, is 
that most of the weakness should 
occur during the first half of the 
year.” 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, THURSDAY, DECEMBER 30, 1937 


(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 





NEW YORK 


Allis Chalmers Mfg. 


American C. & Fu... .ccccccess 


American Chain 
Auburn Auto 


ee Ronn c cccnce esses 


i i ccephawensadenendeda 


Bohn A. & B. 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., E. G 
Budd Wheel Co. 
Chic. Yellow Cab (1) 
Chrysler 

Clark Equip. 
Cleveland Gr. 

Collins & Aikman 
Com. Credit 
Commercial Inv. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 
Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. A 
General Elec. 

General Motors 
Glidden 

Goodrich, B. F. 
Goodyear T. & R. 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 
Hupp Motor 

Inter. Harvester 
Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B. 
Lee Rubber & Tire 


nen seeccese 472 


Sh Peer eee 15% 


Last Sale 
Dec. 30 Dec. 23 


1937 
High 


Last Sale 


NEW YORK Dec. 30 Dec. 23 





51% 
26¥ 
1674 

3% 
124% 
6114 
252 
251%, 
20, 

45/, 

3% 
537%, 
20% 


79 


33% 
41% ‘ 


24% 
15%, 
3, 
11 
58, 
23% 
. 2342 


23 
34%, 
38, 
3% 
15% 
110 
18 
167% 
25 
7%, 
2% 
20, 
1% 
44% 
32% 
2212 
1554 
19 
14 


Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 

Motor Products 

Motor Wheel 


37 Vy 
167% 
20%, 
277% 


Pacific Mills 

Packard 

Raybestos Manhattan 
Reo Motor 

Republic Steel Corp. 
Socony Vac. 
Sparks- Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 
Thermoid Co. 
Thompson Products 
Timken-Det. 
Timken Roller Bear. 
U. S. Industrial Alcohol 
U. S. Rubber 
Westinghouse E. & M. 
White Motors 

Willys Overland 

Yellow Truck 

Young Spring & Wire 


cnn keaeddannendare 154% 


Axle 
vemaeee aatad 39, 


CHICAGO 


Asbestos Mfg. 
Bendix 
Borg-Warner 

Houdaille-Hershey B 


Aviation 


Modine Mfg. 


8% 
23% 


Perfect Circle 
Pines Winterfront 


7 1 Woodall Industries 


1% 
672 
85), 

7% 

4%, 
13 


Hall Lamp Co. 
Hoover Ball Bearings 
Murray Corp. 
Parker Rust Proof 
Timken-Detroit 


Street Uncertain As to Business Trend in 1938 


Profit of $71,335 
In °37 is Shown 
By Continental 


DETROIT.—Continental Motors 
and subsidiaries for the fiscal year 
ended Oct. 31 report a net profit 
of $71,335, after depreciation and 
development expense. This com- 
pares with a net loss of $642,000 
in the previous fiscal year. 

The latest fiscal year is the first 
to show a net profit since the year 
ended Oct. 31, 1929. Current as- 
sets, including cash of $229,091, 
were $1,549,714 and current lia- 
bilities $1,140,428, as of Oct. 31, as 
compared with cash of $124,643, 
current assets of $1,305,021 and 
current liabilities of $1,212,606 as 
of Oct. 31, 1936. 

Total net sales for the latest 
period were $8,214,438, against $5,- 
848,610 for the previous fiscal 
year. 

W. R. Angell, president, stated 
the Reconstruction Finance Corp. 
had extended to 1940 the payment 
of instalments due in 1937 and 
1938 on its loan to the company. 
The balance of this loan outstand- 
ing on Oct. 31 was $974,950. 


Parts Industry’s 
Jobs, Wages Set 
New Mark in 737 


DETROIT.—During 1937 more 
men have worked and have earned 
more for each hour of labor in 
the original equipment division of 
the automobile parts industry 
than ever before, according to the 
Automotive Parts & Equipment 
Manufacturers’ Assn. 

Despite first quarter shutdowns, 
19.8 per cent more man-hours 
were worked than in 1936; 31.4 
per cent more than in 1935, and 
57.3 per cent more than in 1934. 

Jobs rose to an all-time high 
with 26.8 per cent more persons 
working than in 1929; 20.7 per 
cent more than in 1936; 31.4 per 
cent more than in 1935; and 44 
per cent more than in 1934. 

Average hourly rate of pay for 
all factory employes was 14.5 per 
cent over 1929; 17.9 per cent over 
1936; 22 per cent over 1935, and 
33.4 per cent over 1934. Yearly 
earnings for each factory worker 
were up 12.1 per cent over 1936; 
21.9 per cent over 1935, and 45.7 
per cent over 1934. 

During 1937, the 48 plants used 
to provide the APEMA index paid 
out a total of $131,098,000, or 34.8 
per cent more than in 1936; 59.9 
per cent more than in 1935, and 
107.7 per cent more than in 1934. 


Ohio Steelmakers 


Cut Production 


YOUNGSTOWN, O.—Youngs- 
town district mill operations this 
week are expected to be lowest 
on record for the _ industry. 
Youngstown Sheet & Tube Co. is 
not expecting to resume with its 
Campbell plant steel making ac- 
tivity after Christmas shutdown, 
but will resume at the Brier Hill 
plant. Ohio works of Carnegie- 
Illinois Steel Co. will remain en- 
tirely dark this week. Republic 
Steel Corp. schedules are _ in- 
definite. 

Operation of 19 open hearth 
furnaces is indicated and seven 
of these will operate but four 
days. With no Bessemer activi- 
ties scheduled, steel ingot produc- 
tion this week will be at about 14 
per cent. The blast furnace active 
list also has dropped. This week 
but five of 25 stacks will be 
active. 


Mack Gets Order 

KANSAS CITY.—The Kansas City 
Public Service Co., operators of the 
street railway and bus system here, 
has contracted for 34 trolley buses 
from the Mack-International Motor 
Truck Co. The contract price was 
approximately $440,000. 
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not rely to any great extent on| 
farm income, so that does not| 
help to any great extent. 

The used car stocks in Chey- | 
enne are approximately three | 
times as heavy as the national | 
average, as estimated by you, of| 
$231,200,000.—H. M. Symons 
(Buick), Cheyenne, Wyo. 


Finance Plan 

The editorial that appeared in| 
your issue of Nov. 27, 1937, under | 
the subject of “New Car-Used 
Car Financing” was of unusual | 
interest to me due to the fact} 
that during the latter part of| 
December, 1923, while I was in| 
the employ of the Oakland Motor | 
Car Co., Pontiac, Mich., I wrote a} 
brief under the same subject as| 
your editorial. At that time, the | 
minimum down payment on new | 
cars was 331/3 per cent, and on| 
used cars was 40 per cent, and 
the maximum number of monthly 
payments was 12. The financing 
charge for a $300 unpaid balance 
on a used car was approximately 
50 per cent greater than the fi- 
nancing charge for the 
amount of outstanding balance on | 
a new car. One recommendation 
in my brief was that purchasers 
of current model and previous 
model used cars be allowed to 
purchase same for the same min- 
imum down payment required on 
new Cars. 


Held Due to Risks 


Sometime in 1924, the above 
recommendation was adopted, and 
later on it was extended to the 
two previous models of the cur- 
rent model. My other recommen- 
dation was that the finance 
charge should be the same on any 
outstanding balance on a motor 
vehicle irrespective as to whether 
it was new or used. The argu- 
ments advanced against it at that 
time and still used today are 
that due to poor credit risks, 
et cetera, the risks and losses are 
greater in financing used cars. I 
pointed out then, and I do the 
same today, that if it were not 
for the dealer being able to take 
in and sell used cars, many pur- 
chasers of new motor vehicles 
would be unable to have their de- 
sires for a new motor vehicle 
satisfied. Consequently, the pur- 
chaser of used motor vehicles 
renders a service to the purchaser 
of a new motor vehicle, 
therefore, the purchaser of a new 


motor vehicle should pay for this | 


service, and this can be done by 
the averaging of the finance 
charges on new and used motor 
vehicles. Here is a rough explana- 
tion of what I mean. Let us 
assume that the finance charge 
on a $300 balance on a new auto- 
mobile is $40, while the finance 


same | 


| prices as advertised 


and | 





charge on a $300 balance on a 
used automobile is $60, therefore, 
by averaging same, it means a 
$50 finance charge on a $300 bal- 
ance irrespective of whether it is 
on a new or a used car. 


Rates Are Different 


The average merchant goes to 
the bank to borrow money. The 
bank does not have one rate of 
interest for those who deal in new 
merchandise, and another rate of 
interest for those who deal in 
used merchandise, or one rate of 
interest for wholesale grocers, and 
another rate for motor vehicle 
dealers, although it has been 
shown that the last named class 
of merchant has produced more 
losses to banks than the first. No, 
the banker averages his interest 
rate, and to my mind this is what 
the finance companies should do, 
and by so doing they would re- 
duce the cost of financing to that 
class of buyer who is least able 
to stand the cost, ie., the used 
car buyer, and this will in the 
long run naturally help the sale 
of new automobiles. 

Below I give you my idea of 
what the minimum and maximum 
number of payments should be, 
as well as what the minimum 
down payment should be: 

Current 1987-1986 new or used 





motor vehicles, 3831/3 per cent of 


the cash price, 18 monthly equal in- | 


stallments. 
1935 used motor vehicles, 33 1/3 


per cent of the cash price, 15 month- | 


ly equal installments. 
1934 and older used motor ve- 
hicles, 8331/3 per cent of the cash 


price, 12 monthly equal installments. | 


By adhering to the above, I do 
believe that it would be possible 
to make the same 
charge of the outstanding balance 
irrespective of whether it was 
secured by a conditional sales 
contract on a new or used car. 


| Maybe I’m “all wet” but I don’t 


think so.—R. J. Murphy, manager 
Washington Automotive Trade 


| Assn., Washington, D. C. 


Valued 


“We note your schedule of 
used car prices on the back page 
of the “pink sheet” for Dec. 22, 
just received, and wish to com- 
mend you on this activity, which 
we feel will be of considerable 
value to your dealer subscribers. 

“May we hope that this prac- 
tice will be indefinitely continued, 
and also, being a little selfish, 
that you may find it practical to 
expand it to include the area 
around Kansas City. 

“We believe every fact of 
assistance to dealers will be cov- 
ered if you confine this informa- 
tion to the three yearly models 
you publish in the issue under 
discussion, and quote only the 
one model (sedan), as trends are 
what dealers want to know 
about.”—-W. W. Vance, 
Motor Co. (Buick), 
Okla. 


Better 


I have followed newspaper ad- 
vertising of used cars for 15 
years and believe you have struck 
a happy medium, better than all 
the so-called dealer reports to the 
Red Book, NADA, etc. 

Your weekly survey of used car 
in news- 
papers in a cross-country major 
market should help the dealers 
in many ways and I trust you 
will continue its publication.— 
Ss. J. Burns, president, Burns 
Automobile Co, (Chrysler-Plym- 
outh), Dayton, O. 


Happy Idea 


That was a happy idea of 
ADN running a page on used car 
selling prices. This, it seems to 
me, ought to be a splendid help 
to the dealers all over the country, 
and help to solve the used car 
problem, which, all can see, is a 
drag on new car sales. 

If a suggestion is in order, I 
think you ought to add a south- 
ern city, possibly Atlanta. You 
will notice that no prices are 
given in the territory from Phila- 
delphia to Dallas, or south of St. 
Louis and Cincinnati.—Louis D. 
Wallace, Research Manager, 
Southern Agriculturist, Nashville, 
Tenn. 


In Accord 


We are in receipt of your 
edition of Dec. 22 quoting used 
car selling prices. We are very 
heartily in accord with publica- 
tion of used car prices as carried 
out in the above mentioned issue. 
However, we should like to see a 
middle western city included in 
this list. We happen to receive 
each week a copy of the average 
advertised selling prices carried 
in the Omaha papers. This re- 
port is compiled by our trade 
association here. If this would 
be of any value to you, we would 
be very glad to see that one of 
these is mailed to you weekly. 

As we are Packard distribu- 
tors for this territory, we are 
naturally interested in Packard 
quotations. May we suggest that 
you list separately the 1937 sixes 
or model 115, and the eights, 
model 120-C. And also show the 
1936 as model 120-B and the 1935 
as model 120. This would be 
similar to the separation of the 


financing | 


Vance 
Ponca City, | 
| sion early 


| Carriers’ 
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Buick 40 and the Buick 50 and 
60. 

This would also avoid any con- 
fusion that there might be with 
the senior line of Packard, which 
of course are not considered in 
your averages.—R. W. Hayward, 
sales manager McIninch Motor 
Co. (Packard), Omaha. 


Nebraska Puts 
Truck Rates on 


LINCOLN, Neb.— Truck rates 
on an airline basis have been ap- 
proved by the Nebraska state 


railway commission, and will go} 
into effect in Nebraska about Feb. | 


16. Inquiries from other states 


and from the interstate commerce | 
commission are coming in to the| 
commissioners, according to F. A. | 


Good, chairman of the rate com- 
mittee, who says that this is the 
first time that this system will 
have been tried in the United 
States. 

The “system” consists mainly 
of a map and a tape measure. The 
tape is scaled in half-inch sec- 
tions, each of which represents 
five miles on the map. The rates, 
as they are now fixed, are as fol- 
lows: First class, 100 per cent; 
intermediate (which embraces 
most common items), 70 per cent 
of first class; fourth class, 50 per 
cent of first class; and a fifth 
classification for heavy goods 
such as scrap iron, for which no 
rate has yet been fixed. These 
rates apply only to commercial 
carriers, haulers of such com- 
modities as grain, milk, cream, 
livestock and household goods. 

At a meeting with the commis- 
in December repre- 
sentatives of the Nebraska Motor 
Assn. protested vigor- 
against the airline basis. 
The truckers pointed out that 


| while a tape line can run straight 


across the map between towns, 
their trucks cannot go in a 
straight line, but must follow the 
highway, often at double the dis- 
tance. Commissioner Good, how- 
ever, insists that the new rates 
should be satisfactory to the 
truckers, as they provide “a sub- 
stantial increase” over the rates 
under which they have 
working, and 


ments to announced schedule, if 
it becomes necessary to iron out 
any inequalities. 


Quebec Inspectio n 
Takes Heavy Toll 


MONTREAL.—Continuing their 
province-week check up of all 
motor vehicles, provincial traffic 
police examined approximately 
12,000 automobiles and trucks in 
Montreal in the week preceding 
Christmas Day, it is announced 
in reports by Major Charles Gi- 
rouard, director of the provincial 
traffic department. Improper li- 
censes, wrong plates, defective 
parts and illegal registration or 
failure to register brought in fines 
totaling approximately $2,000,000 
it was pointed out. 

There were 10,000 vehicles ex- 
amined on city and suburban 
streets, over 1,800 in city garages. 
Approximately 100 defective li- 
cense plates were seized; at least 
50 car owners had improper regis- 
tration cards; there were about 15 
fictitious plates, approximately 50 
drivers without licenses, 50 over- 
loaded trucks and at least 15 ve- 
hicles bearing Ontario license 
plates instead of Quebec plates. 


Oregon Car Titles Set 


New All-Time Record 


SALEM, Ore.—Passenger auto- 
mobile registrations in Oregon 
passed the 300,000 mark for the 
first time in history this year, 
secretary of State Snell reported. 

Late in November the registra- 
tions climbed to 301,436, an in- 
crease of 6 per cent over 1936 
totals. 


| in 
| Francisco, with the feeling that 
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| mists who declare stoutly now that 


been | 
he says that the} 
commission has plans for supple-| 
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and striving to lick the ordinance 


| which is up to the mayor to sign. 


* * * 


I LEAVE THE west coast, after 
talking with many dealers both 
Los Angeles as well as San 


bottom has been reached in 
the lull of automobile selling out 
this way. There are some opti- 


by early spring there will come a 
turn in the tide and that before 


Ohio Title Law 
Goes Into Effect 


COLUMBUS.—Automobile deal- 
ers, finance companies and at- 
taches of county clerks offices are 
making preparations to operate 
after the new year under the cer- 
tificate of title law which be- 
comes effective Jan. 1. 


Under this new law which was 
passed by the last regular session 
of the legislature, all vehicles sold 
in the state of Ohio will have to 
be registered in one central of- 
fice at the bureau of motor ve- 
hicles in Columbus. 

This will mean that any dealer 
or finance company in the state 
can get accurate information 
about the ownership, mortgages, 
and other details about any car 
sold in the state. Under the old 
bill of sale law, in order to get 
an accurate statement, all 88 
counties in the state had to be 
checked. 

The purpose of the law is to 
make it practically impossible to 
get duplicate mortgages on the 
same vehicle and to protect buy- 
ers from purchasing unknowingly 
a stolen automobile or truck. 


the year is over there will come 
back a demand that will rank ’38 
close to ’37 as a money-maker for 
the men who sell motor cars. 
Well, here’s hoping these crystal 
gazers have good eyesight. 


Marketing Setup 
For Evanair Unit 


Is Now Complete 


DETROIT.— Completion of an 
organization for marketing and 
distributing the Evanair-Condi- 
tioner in the United States, Can- 
ada and the major countries of 
Europe is announced by E. S. 
Evans jr., executive vice-president 
of Evans Products Co. The new 
unit, which serves as a heater in 
winter and provides conditioned 
air in summer, is now in volume 
production at the company’s De- 
troit plant, and shipments are 
under way, Evans said. 


“The Evanair-Conditioner was 
first exhibited at the New York 
and Chicago automobile shows 
and later at the recent ASI show 
in Chicago, and its wide accept- 
ance induced us to advance our 
program, so we have put on full 
steam ahead,” he said. 


Evanair and other products of 
Evans Ventilation-Heating divi- 
sion will be under the zone man- 
agement of P. J. Coverdale, Jack 
F. Cowan and Carl Parsons. J. 
Wilson Howe is manager of the 
company’s eastern office at New- 
ark. 

Marketing of the Evanair will 
be supported by national adver- 
tising campaign which is to in- 
clude trade and consumer publi- 
cations, Evans said. 


6 Convenient Flights 


Daily To 
Chicago— 
New York 


Also frequent schedules to 53 other cities 


e@ There are six flights daily to New York via Buffalo 
—the comfortable lake-level route—and six to Chicago. 
Each one flown with giant 21-passenger Flagships with 
deep-cushioned lounge chairs. And delicious, piping- 
hot meals are served free of charge by American’s 


charming stewardesses. 


Or—does your business take you to St. Louis, Tulsa, 
Dallas-Ft. Worth—and on through the Southwest to 
California? Then, fly American. It takes you by the 
low-level, nature-favored route—the greater-comfort, 
all-year route through Southern Sunshine! 

And wherever you go, you avoid hours of tiresome 
travel by going American. Reach your destination 
hours earlier, relaxed in mind and body. 


FOR COMPLETE INFORMATION AND RESERVATIONS 
CALL PINGREE 7000 
Ticket Office—1265 Washington Bivd. 


st.couis 


AMERICAN AIRLINES, inc. 
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Reviewing the 1938 motor car 
models the authoritative Maga- 
zine of Art has this to say: 


“The new cars this year are disap- 
pointing. However well they run, 
however safe, however economical 
they are, the designers have failed to 
produce better looking automobiles. 
To this generalization there is one 
exception: Studebaker brings out the 
car of the year and the best looking 
model in its history. Raymond Loewy 
shaped the exteriors and Helen Dry- 
den designed the harmonious inte- 
riors... 

“. . . let’s look again at the new 
Studebaker. We choose it as the car of 
the year because it is pleasantly clean 
in outline, the curves of fender and 
top and trunk playing against each 
other well. The effect, furthermore, is 
not marred by fussy treatment of chro- 
mium details. The sides of the hood 
are free from unnecessary louvers. A 
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narrow metal line flows back success- 
fully from the radiator to the rear- 
most window. All in all, even though 
it is not unconventional in its basic 
shapes, the Studebaker looks like a 
machine for travelling. Nothing in- 
terferes with that impression. That’s 
why Raymond Loewy has succeeded 
so well.” 


Studebaker dealers are offering 
the lowest priced Commander and 
President in Studebaker history, 
with independent planar wheel 
suspension, automatic hill holder, 
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non-slam rotary door latches, 
symmetrical direct action steer- 
ing, horizontal transmission, hy- 
poid gear rear axle and Fram oil 
economizer as standard equip- 
ment. And Studebaker dealers 
have the full cooperation of 
“America’s Friendliest Factory” 
under the fairest terms ever writ- 
ten into a franchise. Your territory 
may be open. Write or wire for 
complete details. The Studebaker 
Corporation, South Bend, Ind. 


Studebuher 


AMERICA’S FRIENDLIEST FACTORY 





